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Otterson Answers Important Questions 
Relating to Recent Merger 


President of Winchester-Simmons Co. in Recent 
Interview Outlines Manufacturing and 
Policies of New Organization 


Sales 


EPLYING in short, crisp sen- 
R tences to some of the questions 

asked by a HARDWARE AGE re- 
porter, and answering others in de- 
tailed statements, John E. Otterson, 
president of the Winchester-Simmons 
Co., in a recent interview at New 
Haven, answered some of the outstand- 
ing questions that have been raised by 
the hardware trade, and threw new 
light on the latest developments result- 
ing from the merger of the Winchester 
Co., New Haven, Conn., and the Asso- 
ciated Simmons Hardware Companies, 
St. Louis, Mo. 

A few days before the interview Mr. 
Otterson had returned from a ten days 
trip through the West during which 
time he inspected the St. Louis head- 
quarters and several branches of the 
Simmons Hardware Co. 

Speaking about the Simmons organi- 
zation Mr. Otterson stated that he was 
greatly impressed with the strength 
of that organization and its ability to 
render prompt and efficient service. 

“One of the qualities that I admire 
most in the Simmons organization,” 
Mr. Otterson said, “is that it is built 
upon men, upon individuality, upon 
character and upon strength. I hope 
to see these qualities continued and not 


weakened in the slightest by anything’ : 


that may come in from the outside as a 
result of the combination. Every man 
in the combined organizations can feel 
that his responsibility and opportunity 
have been increased, that his job is 
bigger than ever.” 

“Are any changes contemplated in 
the organization or management of 
either the Simmons Hardware Co. or of 
the Winchester Repeating Arms Co.?” 
Mr. Otterson was asked. 


No Radical Changes Planned 


“The more I see of organization 
work, the more I come to believe that 





after all organization and success de- 
pend upon men—not upon methods,” 
Mr. Otterson replied. “It depends upon 
human beings, rather than upon me- 
chanics, and I want to see this organi- 
zation so managed and governed that 
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the individual will have a chance to 
grow and expand and be as big as he is 
able to be. And I want that individual 
to have that pride in his job, that sense 
of proprietorship, that makes him feel 
that it is his job, that he not only has 
the authority to carry on that job, but 
he has the responsibility for its success. 

“We want to disturb the existing 
situation as little as possible. We have 
no radical changes in mind, either as 
to physical conditions, methods, or per- 
sonnel. We believe that those things 
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which are now being done are being 
done well and that the only problem we 
have is to bring the two organizations 
together, so that they may operate as 
one. Whatever we do at this time is 
for that purpose and not for the pur- 
pose of bringing about any radical 
change in the method of doing business 
as now carried on by either organiza- 
tion. 

“Our first step will be to Simmonize 
the Winchester warehouses, and Win- 
chesterize the Simmons warehouses. By 
that I mean putting Winchester goods 
into the Simmons warehouses, and Sim- 
mons goods into the Winchester ware- 
houses. 

“Mr. Wallace Simmons, who has 
been president and active head of the 
Simmons Hardware Co. for twenty-five 
years, will continue in the same capac- 
ity with hts headquarters at St. Louis. 
Mr. E. H. Simmons and Mr. G. W. Sim- 
mons will continue as vice-presidents of 
the Simmons Hardware Co. as here- 
tofore. In addition to the responsibil- 
ities that these officers have had, they 
will find new responsibilities growing 
out of the combination of the two or- 
ganizations. 

“No changes are contemplated inthe 


: ) management of the several warehouses. 
> They will be conducted as heretofore 


with the same managers in charge. 
They will be grouped in districts; each 
district under a district general man- 
ager. The Atlantic Coast district will 
be under Mr. F. J. Semple, who is now 
manager of the Simmons house at 
Philadelphia; the North Central dis- 
trict under Mr. T. C. Dymond, who has 
been manager of the Simmons houses 
at Sioux City and Minneapolis; the 
South Central district under Mr. H. F. 
Gee, who has been manager of the Sim- 
mons house at Wichita, Kan.; the Pa- 
' cific Coast district under Mr. A. E. 
, Pfeiffer, who is manager of the Win- 
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chester Co. of the Pacific with head- 
quarters at San Francisco. Each dis- 
trict manager will have complete re- 
sponsibility for his district and com- 
plete authority so far as his district is 
concerned.” 


Guns and Ammunition Distribution 
Policy 


Question—“What will be the future 
policy of the Winchester Repeating 
Arms Co. regarding the distribution of 
guns and ammunition?” 

Answer —“We shall continue the 
policy of distributing guns and ammu- 
nition to the general hardware trade 
through jobbers. Sales to jobbers will 
be made by the Winchester Repeating 
Arms Co. directly from New Haven 
and goods will be shipped and billed 
from the New Haven headquarters of 
the Winchester Repeating Arms Co. 
The jobbing sales force of that com- 
pany will be continued as heretofore.” 

Question—“‘Have you received any 
applications from haraware dealers 
for Winchester agencies since the 
merger?” 

Answer—“We are receiving a great 
many applications from hardware deal- 
ers for Winchester agencies and in the 
near future propose to handle these ap- 
plications in an organized way. The 
officers of our Winchester Agency 
Clubs are assisting in selecting new 
agents and valuable suggestions are also 
being received from the Simmons organi- 
zation.” 

Question—“Have any Simmons cus- 
tomers applied for Winchester agencies 
since the merger?” 

Answer—‘Yes. Many. It seems 
likely that many of the Simmons cus- 
tomers are to become Winchester 
ayrents.” 

Mr. Otterson then made the follow- 
ing statement: 


Policies Based on “Square Deal” 


“The general management hopes to 
develop in the Winchester-Simmons Co. 
an institutional character, which will 
reflect the high character of the men 
who now compose the organizations of 
The Winchester Co. and of the Sim- 
mons Hardware Co. This is the only 
way it can hope to retain, in the new 
organization, the men who have helped 
to build up the prestige, and mold the 
character of the old organizations. We 
shall do business on the principle of the 
‘square deal.’ It is the intention that 
everyone within the organization shall 


Minneapolis Dealers’ Picnic 


The Minneapolis Retail Hardware 
Association held their annual picnic on 
July 19 at Tonka Bay. About 500 at- 
tended and many of them enjoyed the 
water sports. Most of the stores were 
closed at noon and the crowds trans- 
ported to the grounds. Races and vari- 
ous contests of skill were conducted and 
suitable prizes awarded. Then there 
was the ball game in which every one 
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get a ‘square deal,’ and that the same 
code of business ethics and morals shall 
be applied to our dealings with all of 
our customers, wherever they are lo- 
cated. We have the greatest belief, 
faith and confidence in the soundness of 
this thing that we are trying to do, and 
that it will go forward with enthusi- 
asm.” 

Mr. Otterson was asked if he had 
anything to say regarding criticism of 
the merger. 

“There will undoubtedly be some 
criticism, perhaps knocking, by un- 
friendly interests,’ he answered. “We 
shall continue the policy that we have 
heretofore followed in this respect and 
not make reply to such unfriendly criti- 
cism or offer destructive criticism in 
return. We have no thought other 
than to constructively build our own 
business and no desire to tear down 
the business of any other man. We 
believe that we are doing a constructive 
thing and that is in the best interests 
of the whole hardware trade. Insofar 
as our effort is competitive with other 
interests we propose that our competi- 
tion shall be clean and fair. Please 
understand that we are not too proud 
to fight—we just haven’t time. We 
shall devote our entire energies to mak- 
ing a success of that which we have 
undertaken.” 

Question—“‘Is it true as rumored 
that the Winchester-Simmons Co. has 
bought or attempted to buy any dealer 
owned jobbing house?” 

Answer—‘No.” 

Question—“Has the Winchester-Sim- 
mons Co. sounded out the sentiment of 
Winchester agents, who are also stock- 
holders in dealer owned jobbing houses, 
on their opinions about the Winchester- 
Simmons Co. taking over any of the 
existing dealer owned jobbing firms?” 

Answer—‘No. But we have re- 
ceived a number of recommendations 
from stockholders along that line.” 


Manufacturing Policies 


Question—“Is it the intention of the 
Winchester organization to manufac- 
ture the ‘Keen Kutter’ brand of tools 
and cutlery at New Haven in addition 
to Winchester products?” 

Answer—“‘To some extent we expect 
to continue to purchase ‘Keen Kutter’ 
products from other manufacturers 
wherever satisfactory arrangements 
have been made.” 

Question—“Is it the desire of the 
Winchester-Simmons Co. to have Win- 
chester agents sell ‘Keen Kutter’ goods 





was interested and the big picnic lunch. 
Everybody had a good time and voted 
the picnic a great success. The St. 
Paul Retail Hardware Association held 
their picnic on the same day, going to 
Sauer’s Park. Ball games and con- 
tests were the order of the day. The 
dancing floor was in service all after- 
noon and evening. The St. Paul deal- 
ers came early and were well provided 
with lunches and refreshments and had 
an extremely enjoyable day. 
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in addition to Winchester branded 
products?” 

Answer—“In some instances yes, in 
other instances no. It is altogether a 
question of local conditions.” 

Question—“When will the new stock 
of the Winchester-Simmons Co. be of- 
fered for sale and what will be the 
amount of the issue?” 

Answer—“Within thirty to 
days. 
then.” 

Question—“Will there be one or two 
sales organizations?” 

Answer—“Two. One retail and one 
jobbing.” 

Question—“Will both sales organiza- 
tions handle the products of both the 
Winchester and the Simmons com- 
panies?” 

Answer—“‘The jobbing sales organi- 
zation will handle the sales of guns 
and ammunition to the jobbing trade. 
It will be primarily a factory sales 
force. The ‘Keen Kutter’ and Win- 
chester products will be handled by the 
retail sales organization.” 

Question—“Have you any comment 
to make on the outstanding impression 
prevailing in the hardware trade, 
namely, that the Winchester-Simmons 
merger was brought about because of 
alleged embarrassing financial condi- 
tions of both companies?” 

Answer—“I have no direct comment 
to make. We have been destructively 
criticized in the past by certain ele- 
ments in the hardware trade, and prob- 
ably will be in the future. It is not 
our policy to make destructive criticism 
of others or of ourselves. We are con- 
scientiously trying to do constructive 
work and believe our plans will benefit 
both ourselves and the hardware trade 
at large.” 

Question—‘Will the Walden Knife 
Co., Walden, N. Y., owned by the Sim- 
mons interests, make any Winchester 
branded cutlery?” 

Answer—“Probably.” 

Question—“Would the Winchester 
or Simmons factories fill any orders 
for private brand goods if any such or- 
ders were received from jobbers?” 

Answer—“Possibly; under certain 
conditions.” 

Question—“Is it the intention of the 
Winchester-Simmons Co. to manufac- 
ture any new products at New Haven 
or elsewhere for either the Simmons or 
Winchester lines?” 

Answer—“At present we have no 
definite program in mind, but I pre- 
sume that opportunities will present 
themselves from time to time.” 


sixty 
The amount will be determined 


Jobber’s Employees Have Outing 


The employees of the Farwell, 
Ozmun, Kirk & Co., St. Paul, Minn., 
spent July 20 on the Mississippi River 
going down to Grey Cloud Island. 
Five hundred and seven people were 
present and everybody brought well 
filled baskets of lunch. The trip was 
greatly enjoyed and the boat brought 
the merrymakers back to the dock at 
10 p. m. 
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Making the Most of the Out-of-Doors Season 


Sporting Goods 
Valued at 
Millions of 

Dollars Are Sold 
Every Summer 
and Bring Hand- 
some Profits to 
Retailers the 

Country Over— 

The Hardware 
Merchant’s 

Opportunity 





day afternoons and Sundays 

are the days on which the 
working people are forgetting fac- 
tory and office. Evenings after work 
are spent in recreation and the long 
days mean much to the man or 
woman who wants to get out into the 
open in the great out-of-door season 
of the year. One Sunday a few 
weeks ago a boat race was held in 
one of the big Chicago parks and 
over 75,000 people witnessed it. The 
races did not draw that many people, 
but the warm day gave everybody an 
opportunity to get out under the 
trees and enjoy the coolness of the 
park. For those who desired, there 
was bathing, boating, trap shooting, 
fishing, baseball, tennis, croquet, and 
golf. 

The entire thing simply shows 
what people will do when they have 
a little free time and the weather 
conditions are right. It was a 
revelation in walking through that 
park to see the amount of sporting 
goods in use. In this one park sev- 
eral thousand bathing suits could be 
counted, hundreds of cameras, all 
kinds of fishing tackle, rods and bait. 
About ten teams were playing base- 
ball and each one was fully equipped. 


\ 7 ACATION time is here. Satur- 








A summer background and a miniature doll 

and diving platform serve to arouse interest 

in the bathing suits sold by the Warren 
County Hardware Co. 


As fast as a game was played other 
teams took their turn with their own 
equipment. The tennis courts were 
all full and very few singles were 
being played. Crowds waited in line 
with golf bags, ready to get out on 
the course. Canoes filled the lagoons 
and many of them were equipped 
with portable phonographs. On the 
beach and under almost every shade 
tree were people playing “catch” 
with large rubber balls or indoor 
balls. If these balls were all put in 
one pile, the size of that pile would 
have been astounding. At the traps, 
four squads were shooting at once, 
and the amount invested in guns, 
equipment and ammunition was de- 
cidedly worth while. 
Who Sold This Equipment? 

Review the situation, Mr. Hard- 
ware Dealer, and take a look under 
the shade trees and see the merry 
crowds at lunch. Nearly every party 
had one or two vacuum bottles, picnic 
lunch sets, cutlery, etc. Where did 
all of this material come from? 
Some merchant sold it! There was 


Down in Bowling 
Green, Ky., the 
Warren County 
Hardware Co. 

Has Made Its 
Store the Head- 
quarters for 
Sporting Goods 
and Has Derived 
Exceptional 
Profits as 
the Result 





not a single thing used in the enjoy- 
ment of the day’s sport that was 
home-made. Every item had been 
purchased at some store and the 
peculiar part of the entire thing was 
that every article used can be found 
in an up-fo-date hardware store. 

Several hundred thousand dollars 
worth of sporting goods and equip- 
ment could have been found in that 
single city park on that Sunday 
afternoon. The merchants who sold 
this material profited by it. They 
were merchants in the best sense or 
they would not have secured the 
trade. It is safe to say that the 
majority of purchases were made in 
the communities in which the people 
lived. The dealers who advertised, 
who made attractive windows and 
who gave their customers service 
were the ones who pocketed the sales. 
The dealers who did not have the 
ammunition, vacuum bottles, fishing 
tackle, bathing suits and the count- 
less other items used, let some 
mighty good business go right by 
their doors. 


The Question of Replacements 


Another thing to consider is just 
how long these various people had 
been in possession of these articles 
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Here’s another effective display of the Warren County Hardware Co. in which tennis 
equipment holds the center of the stage. 


of sporting goods. It would be safe 
to say that not one of that vast 
throng had an article that was over 
three or four years old and the 
greater majority had made their 
purchases this season. It is esti- 
mated that half a million people took 
advantage of the Chicago parks that 
particular Sunday and nearly all 
brought something with them that 
had come from a hardware store. It 
is not often that one has an oppor- 
tunity to see such a picture and to 
have brought home to one the tre- 
mendous field offered for the sale of 
summer sporting goods. It is re- 
markable to realize that so much of 
this equipment is used and that the 
greater part of it is new and is re- 
placed season after season. 

Some may say that the picture of 
half a million people using sporting 
goods of some kind is not unusual 
for a city. They are perfectly right, 
it is not unusual, but there are so 
few people who realize the extent of 
the interest in sports and recreation. 
It does not have to be the city, it can 
be the smallest town or crossroads 
hamlet. They frequently sell lines of 
sporting goods in excess of the in- 
dividual city merchant. But there 


is a tremendous field in the small 
city and town for the increase of 
sales in these lines. All it takes is 
an interest in the manner in which 
people play and providing them with 
the necessities. You can go into 
many a small town and not be able 
to purchase a bathing suit, but if a 
canvass of that town were made, the 


When you look at 
this illustration you 
are reminded of the 
fact that the swim- 
ming season is now 
at its height. In- 
cidentally it showd 
remind the hardware 
merchant of the 
profits to be had 
from the _ sale of 
bathing suits. 


number of suits found would be sur- 
prising. People got them some- 
where and if the home town mer- 
chant had stocked the inhabitants of 
the town would have purchased the 
articles from him. It is only a 
question of knowing how the com- 


Motor boats are to be 
found on every lake, 
river and inlet now- 
adays and they are 
a constant source of 
profit to the wide 
awake dealer who 
carries a supply of 
motor boat equip- 
ment and marine 
hardware. 
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munity spends its leisure time and 
keeping in stock the merchandise for 
which there is a demand. 

A great deal can be said about in- 
creasing this demand for sporting 
goods. Well selected stock, advertis- 
ing and window displays will do it. 
Make your store the sports center of 
the community. Furnish your cus- 
tomers and prospects with all the in- 
formation to be had in the way of 
games. Give your people real serv- 
ice. Interest the sport-loving people 
of your town in your sporting goods 
and you will open up fields of revenue 
that have long been closed because 
this business has been going to com- 
petitors and mail order houses. 


Getting the Sport-Lover’s Interest 


There is no better way to secure 
the trade of the young people of your 
community. Of all their demands, 
the largest are for sporting goods. 
In a few years they require other 
items from the hardware merchant 
and if they have been steady cus- 
tomers for sporting goods they will 
continue to buy the merchandise for 
their work or home. 

The Warren County Hardware 
Co., Bowling Green, Ky., makes its 
store the sports headquarters of the 
town. The windows always make an 


appeal to the man, woman or child 
who loves outdoors. Herman Lowe, 
a young fellow in years, but old in 
the wisdom of decorating windows 
that bring business, has charge of 
the displays. The two illustrations 
shown herewith are his handiwork. 
In the bathing suit display, the idea 
is to suggest the cool, pleasant luxury 
of bathing. To quote Mr. Lowe, 
“High in the background is the word 
‘Summer’ painted in blood orange 
color. This suggests the burning 
sun and the intensive heat of sum- 
mer, for orange is a warm color. In 
contrast with this is the deep blue 
sky with white clouds floating as 
clouds do in June. In harmony with 
the white clouds are the sea gulls 
with the sun flashing against their 
white graceful wings, dark tipped 
against the white clouds. Below is 
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a rich green shore mirrored in green 
and blue water, with the girl enjoy- 
ing a summer swim. Only cool colors 
are used in the rest of the scene. 
The diving platform is dark green. 
The little miniature diver attracts 
the children and the entire effect is 
one of coolness and restfulness to the 
eye. 
mOne thing of interest is the black 
screen wire cloth used to cover the 
floor. Under the wire cloth is black 
crepe paper which has not been 
tacked down. The wire cloth holds 
it flat and in place. The practical 
part of the wire cloth is that it can 
be walked on without being easily 
soiled or tracked and without fear 
of tearing. It shows up all kinds of 
white and light colored goods to 


great advantage; in fact, better than 
anything I have been able to find so 
far.” 
Simplicity of Arrangement 
The other window is backed with 
a display panel of summer camping 


and fishing. The merchandise in 
front of the display offers tangible 
suggestions for such a trip. Canoe 
paddles, guns, fishing rods, caps, cots, 
seines, flashlights, camp axes and 
bathing suits show the passerby just 
how enjoyable a trip of this kind 
could be. Then there are the tennis 
rackets, shoes and balls, which inter- 


There’s an open fishing season somewhere in the United States all year ’round. 
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During August and 
September yow'll find 
canoes everywhere 
where water is to be 
found. There are 
hardware profits in 
these dainty craft as 
well as in the phono- 
graphs that many of 
them carry 


est the people who are not interested 
in camping, hunting or fishing. 
The simple and unique arrange- 
ment of the merchandise is worthy 
of note. A _ simple arrangement 
often draws more actual sales than 


The trap shooter is 
in his element right 
now and _ sales of 
guns and ammunition 
are increasing as a 
result, Also bear in 
mind the fact that 
the fall hunting sea- 
son will soon be 
upon us 


one which is elaborately prepared. 
Both of these windows are business 
getters and they show that the 
Warren County Hardware Co. be- 
lieves in supplying the community 
with what it needs in the sport line 
and creating new business for their 
merchandise. There is still a good 
demand for all of these sporting 
goods items and with the coming of 
autumn the demand for guns and 
ammunition will get under way. One 
season almost runs into the next and 
there is sufficient demand the year 
round to pay the hardware store to 


keep one window of sporting goods 
on view all of the time. 


The followers of Izaak Walton are 
with us always and the appeal of a 
window display setting forth the 
allurements of the piscatorial art is 
powerful and instantaneous. The 
Warner Hardware Co., Minneapolis, 
Minn., was fully alive to this fact 
when it prepared the striking display 
shown in the accompanying illus- 
tration. 

The window trimmer here made 
the best possible use of his oppor- 
tunities and grouped various articles, 
all calculated to delight the heart of 
the fisherman, with great effective- 
ness. In the foreground are shown 
the smaller bits of tackle, such, for 
example, as hooks of various sizes, 
bobbins, sinkers, etc. These are 
shown on trays, each with an accom- 
panying price card. The larger ob- 
jects, including practically every- 
thing that goes to make the fishing 
excursion pleasanter, are shown to 
the rear, their effectiveness being 
enhanced by the use of appropriate 
colored cards which immediately 
strike the eye. 

The line is a great money maker, 
as thousands of hardware men will 
tell you, and any effort expended in 
pushing it will pay handsome divi- 
dends in increased sales and larger 
patronage. 


Here’s a window display of the Warner Hardware 


Co., Minneapolis, Minn., that serves to drive that fact home 
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The Friendly Road 


Kimberly diamond mines failed’ to see 

anything particularly attractive in the 
rough diamonds that were everywhere about 
them. But with the advent of a few white men 
everything was changed. The trouble with too 
many of us is that we regard the rough dia- 
monds of opportunity in much the same light 
as did the Kimberly natives—we only recog- 
nize their value when somebody else has dem- 
onstrated it. 


Tx natives in the neighborhood of the 


* * * 


If I am not for myself, who is for me? And 
if I am for myself only, what am 1?—Talmud. 


Evidences of superstition are constantly 
cropping up in unexpected places. John D. 


Rockefeller, for example, had a penchant for 
surrounding himself with business associates 
of the same initials—but in conversation he 
has always treated the matter as a joke. 


* * * 

It’s a pretty mean man who inflicts on his 
wife the grouches that he has been afraid to 
spill during the day. 

* * * 


The stupid and foolish are frequently de- 
ceived by others while the over sharp are fre- 
quently deceived by themselves. When a sense 
of proportion is lacking there is little to choose 
between them. 

* * * 

The man who is willing to cast aside friends 
for trivial causes is like the person who throws 
away a diamond ring because it chafes his 
finger. 

* * * 

When you sell a customer an article that is 
“just as good” as the one he asked for—you 
sometimes do your competitor a good turn. 

* * * 

Lines that won’t move are always liabilities 
because they keep much needed money tied up. 
In times of depression particularly, cut away 
the dead wood, but don’t in your enthusiasm 
cut the tree down. 

* * * 

It is not the strength of great sentiments, as 
some philosopher has remarked, but their dura- 
tion that makes great men. 

* * * 


Opportunity frequently comes to the masque 
ball of life in uninviting costumes—a keen eye 
for disguise is needed. 


The conception of a god of ill fortune was a 
master stroke of genius. It enables us to shift 
the responsibility for our own mistakes from 
our own shoulders. 

* * 


Visitors to New York frequently remark how 
illogically the streets in the lower part of the 
city are laid out—they begin and end nowhere 
in particular. Originally these streets were 
cow paths. The cows coming home from pas- 
ture left irregular trails and the early New 
Yorkers followed in the footsteps of the cows— 
because it was easier to walk there than else- 
where. This is true of business. Many a busi- 
ness man brought up in the old fashioned ways 
of his father may attribute his failure to the 
fact that he refused to get out of the cow-paths 
of tradition. 

* * * 

“It is not enough,” as Thoreau says truly, 
“to be busy—so are the ants. What are you 
busy about?” 

* * * 

In salesmanship both ends of the body are 

used—success depending on which end is the 


most active. 
* * 


“People call me Bad Luck and think I am a 
sort of malevolent Santa Claus with an all year 
job, but I’m not—I am the best little friend the 
human duffer ever had. I am the mainspring of 
optimism and the last alibi of pessimism. I am 
the soft, downy cradle of truth and the paregoric. 
I am the poppy that grows in the rough and the 
smoked glasses for weak eyes. My job is to take 
the blame for people’s mistakes, but I never get 
any credit for what I am doing.”—American 
Golfer. 

* * * 

A test for leadership—can you command 
obedience while still lacking the authority to 
enforce it? 

*% * * 

A sense of humor is one of the most precious 
things in the world to the man who possesses it. 
Many a man has been aided over some mighty 
rough spots by the fact that he was able to see 
the things through clear glasses and not through 
smoked lenses. Incidentally have you ever tried 
to carry on a lengthy conversation with a man 
who was proud of the fact that he was always © 
serious-minded? You will probably remember 
that conversation only by reason of the fact that 
it was dull, drab and did not sparkle. Let the 
sun shine into your mind and do not live in a 
world of fog. 
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Group Arrangement an Aid to Toy Sales 


Subdividing the Toy 
Department Into 
Groups of Related 

Articles Will 
Frequently Result in 
Added Interest 
on the Part of the 
Children 


specialization and of depart- 

mentized work. This is true 
of all lines, including the retail hard- 
ware business where there are many 
items which are divided into groups 
such as tools, auto accessories, paint 
and brushes, housefurnishings and 
toys. Each of these main divisions 
merit exclusive floor and stocking 
space. Where the entire business is 
large enough each department would 
do well to have a separate manager 
who could give particular attention 
to the sales and service of his de- 
partment. This does not mean that 
he would neglect other branches of 
the business, but his main interest 
should be in the particular line of 
which he has charge. 

With toys the retail hardware mer- 
chant can create an exceptionally 
profitable department, but he must 
give it personal attention. He must 


a 


2a oe 


T's present age is an age of 








This is the way in which Sprecher & Ganss, Lancaster, Pa., display dolls. They are 
easily seen and yet cannot be soiled by excessive handling 


carry varied and good-sized stocks. 
He must carry a line that allows a 
range of prices so that his trade, 
which usually consists of people of 
various degrees of prosperity, can 
be well served without undue embar- 
rassment over prices. 

The toy department itself can be 
subdivided into special groups, such 
as small mechanical toys, vehicle 
toys, dolls and doll carriages, educa- 
tional toys and games. These sub- 


This illustration shows the line of doll carriages and go-carts carried by this firm. 


propelled vehicles for real children 


divisions are advisable for several 
reasons. To begin with, the boy who 
is of the velocipede age feels slightly 
grown up. He is past the stage where 
his mind dwells on mechanical toys 
—dancing sailors, fire engines and 
other small boy toys. He would feel 
hurt if his velocipede, juvenile auto 
or express wagon was called a toy. 
The same is true of the girl about to 
possess a tricycle. She would not like 
it called a toy. It sounds entirely too 











Incidentally you can see some man- 
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babyish to a ten-year-old youngster. 

This ten-year-old will either like 
or dislike your store and your sales- 
men after the purchase of the tri- 
cycle or velocipede. That depends en- 
tirely upon yourself. If the child is 
hurt because the vehicle is classed as 
a toy you lose out five years later 
when a bicycle is wanted. 


The Doll Department 


Take dolls and doll carriages as a 
group in your toy department. Girls 
inherently have the mother instinct 
from earliest babyhood. The baby of 
eight months will destroy rattles and 
bells but will protect or at least pre- 
serve an inexpensive rubber or cellu- 
loid doll. As the child reaches her 
second birthday she begins to wor- 
ship her rag doll. Add two more 
years and she becomes more discrim- 
inating in her dolls. She will want a 
realistic-looking doll that goes to 
sleep and says “mamma” and “papa.” 

When you stop to realize that the 
average girl has half a dozen dolls 
that are usually half broken you find 
that there is a good opportunity for 
such sales. A window display of 
dolls would interest young and old 
alike. Local advertising suggesting 
that the, parent purchase a new 
doll to replace the broken ones at 
home frequently helps. Emphasize in 
your advertising the unsanitary and 
dangerous features of an old doll 
with a broken head. The break has 
probably left a jagged edge that may 
cut the child. Bring out this danger 
in your copy and appeal to parents to 
protect their children from infection 


And here is the vehicle corner of the Sprecher & Ganss toy department. 
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and cuts by buying a new doll. This, 
of course, is only one little point in 
your sales work. 


Advertise Your Toys 


If you advertise your toy depart- 
ment in general and the various items 
carried in particular you will receive 
a steady doll and toy trade. Children 
have birthdays which must be re- 
membered by friends and relatives, 
and an occasional reminder in the 
shape of a window display or local 
advertisement will help greatly in 
making your store toy headquarters. 

When we spoke of subdivisions in 
your toy department we did not mean 
to convey the idea of separate spaces 
for each section. Your complete toy, 
vehicle and doll line should be to- 
gether on the same floor or same sec- 
tion, but the various items should be 
classified in grouping. Dolls and doll 
carriages should be together, various 
mechanical toys should be grouped 
along tables and shelves, and the ve- 
hicles should form another section. 


A Complete Line of Toys 


The store of Sprecher & Ganss, in 
Lancaster, Pa., has a complete toy 
department which is laid out in a 
manner similar to the suggestions 
made in this story. Games are dis- 
played on shelves behind mechanical 
toys. Their stock of dolls is kept 
principally in show cases for the rea- 
son that dolls must be absolutely 
fresh and new in appearance. The 
show cases keep off dust and prevent 
children with dirty or sticky hands 
from fondling the stock. Then, too, 
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when dolls are kept in the show cases 
they are not apt to be knocked over 
and broken as they would be if they 
were shown on a table or other place 
accessible to children. 

When children come in accom- 
panied by grown people there is little 
objection to their trying vehicles or 
inspecting dolls and other toys, anda 
sale is often made by allowing them 
this privilege. The child sees some- 
thing he wants and mother has to dig 
down in her pocketbook to make the 
purchase. With a stock of vehicles 
on display it is a good plan to have 
aisle space that will serve as a run- 
way on which to make demonstra- 
tions. This is what Sprecher & Ganss 
does, and it has proven decidedly 
worth while. Demonstration space on 
which toy wagons, horses and carts, 
fire engines and the like may be run 
is also desirable, and this firm sees to 
it that such space is provided. Such 
sales work, however, must be care- 
fully handled or the children will 
cause breakage of some of the fragile 
stock. 

Remember that a good toy depart- 
ment with adequate and varied stock 
is necessary in order to back up your 
sales propaganda and is every bit as 
important as attracting trade. In 
fact, a good department will be a 
great help in encouraging repeat or- 
ders and interesting new customers. 

It does not do to merely stock a 
line and sandwich in wherever there 
seems to be empty space. If you are 
going to handle toys make a depart- 
ment for them even if it is a small 
one. 
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and tricycles in the aisle at the right 


The children are allowed to try out the velocipedes 
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The Jordan Hardware Co. 
of Ottawa, Ill., Has 
Enjoyed Success 
During Eight 
Decades 





ORTHY achievements stand- 
WW ing like mile posts along 
life’s pathway have ever been 
incentives to further progress. The 
poet calls them “Footprints on the 
sands of time.” They constitute the 
landmarks that have played an im- 
portant part in our history. The 
business landmarks of early days 
blazed the trail for the prairie 
schooner. Surveys were based ‘upon 
their location. They formed the 
nucleus for populous settlements. 
With these came competition and 
great changes. As the years went 
by, new faces came and old ones van- 
ished. Often upon visiting one’s 
childhood home town, one is bewild- 
ered by the change. It is then that 
a glimpse of some old landmark gives 
a thrill to the memory. Some of those 
landmarks, unconscious of decay, 
have weathered the storms of hard 
times, left their impression upon 
generation after generation and still 
stand as monuments of commercial 
achievement. 


Founded Eighty-Two Years Ago 


Eighty-two years ago John Manley 
opened a hardware store in Ottawa, 
Ill. The same year, the records of 
Hudson, N. Y., will show that Rich- 
ard Cook Jordan was born. His 
father who had been an attorney and 
ex-mayor of Hudson was forced by 
the failure of health to leave his pro- 
fession and go to the West. A year 
later, the age of nine found this lad 
and four other children with their 
mother leaving their father, Richard 
Cook at Greenport, L. I., to journey 
toward the land of the Blackhawk 
Indians. They went by boat through 
Long Island Sound, up the Hudson 
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kighty-two 
Years of 
Success in 
Merchandising 
Hardware 





The present headquarters of the Jordan 


Hardware Co. In the upper left corner 
is R. C. Jordan, while his grandson, 
John M. Jordan, is at the right 


River to Albany, thence by packet 
through the Erie Canal to Buffalo. 
Here they took a lake steamer and 
after a long and rough voyage landed 
at Chicago twenty-one days after 
their departure from New York. 
Chicago was not very large at that 
time and a great cow pasture served 
as the front yard for the Hotel Tre- 
mont. A prairie schooner brought 


them to their new home for there 
were no railroads in that section at 
that time. 


In those days one could 





Some of the Reasons for 
This Firm’s Growth 
and Prosperity 
During That 
Period 


MM 


hear wolves at night; the country 
abounded in wild geese, ducks and 
prairie chickens and it was a common 
thing to see droves of deer. 

In such an environment young 
Richard Cook Jordan grew to man- 
hood. At the age of twenty-one he 
went to Ottawa to study law but be- 
ing short of funds, went to work for 
John Manley who had then been in 
business for twenty-one years. 

He was in a way prepared for his 
work for while completing his educa- 
tion in the East he had worked for 
some time for Bruce & Cook, import- 
ers of metals in New York City. 
When he again came West he devoted 
the summer months to farm labor 
and taught school during the winter 
season. Im teaching the children of 
the settlers, he adopted the rule of 
“Work things out for yourself,” and 
that has been his motto ever since. 

Then he went into John Manley’s 
hardware store for’the munificient 
sum of $200 a year and board. Dur- 
ing the Civil War he left Mr. Manley 
to join the Union Army where he 
made a creditable military record. 
Returning home he remained several 
years in the hardware store, then for 
eight years occupied a position of 
cashier in the National City Bank of 
Ottawa. While there he married a 
daughter of John Manley. 

In 1879 he became a partner in the 
firm of Manley & Jordan and in time 
became sole owner of the business 
under the firm name of R. C. Jordan. 
The firm was incorporated in 1919 as 
Jordan Hardware Company, the 
stockholders, directors and officers 
being himself as president, his wife, 
Susan, vice-president and his son, 
John Manley Jordan, as secretary. 
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Mr. Jordan has now reached the 
age of eighty-two, but one would not 
believe it to see him. Each day finds 
him at his office, directing the work 
of his organization. His son, John 
M. Jordan, has taken over a good 
portion of the managing and is using 
the same tactics as did his father be- 
fore him. They both believe in ab- 
solute co-operation between employer 
and employee and there are few 
stores where such harmony and good 
wi!l are to be found. The services of 
their helpers are appreciated. 

Mr. Jordan has at all times been 
an advocate of any movement for the 
advancement of the best interests of 
his city and country, and in efforts 
for their welfare has wielded a prac- 
tical influence. He has come to be 
quite an authority on waterways and 
is still actively interested in their 
improvement. He advises young men 
to keep abreast of the times and es- 
tablish their character in the com- 
munities where they live, and to have 
an ideal or a goal and stick to it. 


Combined Tool Rack and Stove 
Truck 


This portable display stand for han- 
dled tools was made by A. L. Kitchell, 
Morrisonville, Ill. Its chief feature is 
the ease with which it can be moved 
about, and the fact that it is used either 
for displaying handled tools or stoves. 

The cost of such a rack is very nom- 
inal, and was constructed in Mr. 
Kitchell’s hardware store out of scrap 
lumber. The platform is built first 
and mounted on swivel casters. Then 
the upright piece is constructed in one 
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He also states that no man can ac- 
complish anything without work. To 
sum it all up, he says you never get 
anything more out of business than 
you put into it. 


Has Kept Pace with the Times 


In all his years of service he has 
kept up with the latest developments 
of merchandising. Both he and his 
son read the trade papers carefully 
in order to know the latest and best 
things relative to hardware. The 
store, although it has been on the 
same spot for eighty-two years, has 
thanged as times have changed, and 
has kept pace with the passing years. 
Small paned show windows with 
wooden shutters have given place to 
a modern three-story front with 
large plate glass display windows on 
three floors as shown in the illustra- 
tion. Modern fixtures adorn the in- 
terior of the store, and the latest 
methods of displaying merchandise 
are used. The firm is constantly on 
the watch for new ideas and puts 





piece with angle braces at the ends. 
This is made entirely in one unit and 
is separate from the base. Provision 
is made in the ends of the platform for 
the receiving of the upright, and it is 
bolted into place. Brace wires are used 
to hold the upright rigid. 


Easy to Move 


When the rack is assembled it can 
be moved without any trouble, even 
when loaded with merchandise. It is 
very convenient for spring showing, 
and can be placed in the front of the 
store. The rack is in the middle of the 





. 
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Combination tool rack and stove truck 
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them into effect. The pond that in 
1840 was in front of the store has 
been gone for years and the Court 
House now stands in its place. The 
river boats no longer bring hard- 
ware from Pittsburgh and the East. 
Interurbans, auto trucks and steam 
lines now deliver to the doors within 
a short time after orders have been 
placed. Times have changed and pro- 
gressive changes have been made, 
but the business that was established 
on sound principles has remained as 
a live, growing monument to the 
founders and to the community at 
large. 

The son, John Manley Jordan, who 
is now actively in charge, is a grand- 
son of the founder. He has eighty- 
two years of traditions and success 
behind him and will carry on the 
good work. Then there is the “Little 


“fellow” who makes the fourth gen- 


eration, and who knows that some 
day he, too, may step in to do his 
part in making the store larger than 
it is to-day. 


platform, and so the tools are accessible 
from both sides. In this way it can be 
used in an aisle. The platform should 
measure about 3 ft. in width and 6 to 
8 ft. in length, or as long as desired. 

When the garden tool season is 
passed, the bolts holding the upright 
on the platform are removed and the 
rack can be put in the storehouse or 
hung up out of the way. The base or 
platform can then be used for showing 
stoves and ranges, and, as it is mounted 
on casters, offers the same advantage 
in moving about as when used for the 
handled tools. 

The rack is painted white, and is 
very effective for the display of either 
tools or stoves. 


Post Office Issues Ruling on 
C.O.D. Parcels 


Announcement has been made to the 
effect that the Post Office Department 
continues to receive complaints that 
parcels are being sent C, O. D. bear- 
ing labels which state that the parcels 
may be examined before delivery and 
payment of the C. O. D. charges, not- 
withstanding this has been prohibited 
from the beginning of the C. O. D. 
service and a notice to this effect pub- 
lished in each succeeding July Postal 
Guide since 1913. 

It has also been reported that certain 
firms or individuals advertise to pros- 
pective patrons that their merchandise 
may be sent by mail C. O. D. with the 
privilege of examination before accept- 
ance and the payment of the C. O. D. 
charges. 

The department has issued orders 
that parcels bearing labels containing 
this mis-statement will not be accepted 
for mailing. 
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Compact Stock Arrangement Proves Profitable 











Convenient Arrangement, 
Service and Effective Displays 
Bring Business to Mackay-Newcomb Co. 


period in the New England 
hardware trade. Values were 
tobogganing, inventories naturally 
were shrinking and profits of 1921 
and previous years were melting 
very fast. There were a lot of peo- 
ple out of employment, and the pub- 
lic purchasing power had not recov- 
ered from the annual Christmas 
dent. More or less uncertainty ex- 
isted everywhere. Manufacturers 
and distributors were pruning down 
expenses wherever possible. Very 
little industrial and mercantile ex- 
pansion was to be noted anywhere. 
During this period the Mackay- 
Newcomb Co., retail hardware mer- 
chants of Boston, Mass, tripled its 
floor space, took a ten-year lease of 
the place and spent a considerable 
sum of money fitting up the store. 
Considering general business condi- 
tions at that time, the members of 
the firm certainly had their courage 
with them, especially as the new ven- 
ture involved a much larger rental 
and general overhead expense than 
previously. But the partners simply 
rolled up their sleeves a little further 
and went to it. 


J sees 1922, was a trying 


New But Successful 


The firm is one of the youngest of 
its kind in Boston, having been in 
existence for less than six years. 







Its success has been perhaps more 
marked than any other retail hard- 
ware store in New England during 
the same given period, and for two 
reasons—first, because of location, 
and second, because of merchandis- 
ing: methods. It is said that the 
Woolworth management, after decid- 
ing it will locate in a town or city, 
makes a thorough study of the best 
place for a store. A trained man 
makes the investigation. The num- 
ber of people passing given points 
are counted each day for a certain 
number of days, and an analysis 
made of the figures. Where the 
greatest number of people pass daily 
a location is obtained, if possible. If 
not available there, a store is ob- 
tained at or near the point where the 
next largest number of people pass. 

These two hardware men uncon- 
sciously had the Woolworth theory 
when they selected their location, for 
it is on the corner of two of Boston’s 
busiest streets, one leading to the 
largest railway terminal, and within 
a stone’s throw of the hardware job- 
bing district. Service means some- 
thing besides a well balanced work- 
ing organization and personal con- 
tact between customer and clerk. 
Its most potential qualification is 
having what the customer wants, or 
getting what the customer wants 
when he wants it. The proximity of 








View of the interior 


of the Mackay- 
Newcomb Co. store 
of Boston showing 
effective arrange- 
ment of stock 


the Mackay-Newcomb Co. store to 
the jobbing trade permits this re- 
tail firm to render real service with- 
out burdening itself with an exces- 
sive inventory. If a customer, on his 
way to work, is unable to secure 
what he wants at this store, it is 
waiting for him on his way home. 


Compact Arrangement 


The store is not cluttered up with 
counters and articles of hardware 
placed in aisles. The firm does not 
believe in this kind of merchandis- 
ing. There are counters, to be sure, 
but just as few as possible. In the 
general store layout the effort has 
been to keep stock in cases, boxes, 
etc., on side walls and to leave as 
much room as possible for customers 
to move about in. The compactness 
of stock and its arrangement is not 
only pleasing to the customer’s eye, 
but makes for comparative ease in 
getting hardware into the customer’s 
hands for personal inspection in a 
minimum space of time. In this case 
it has been proven that more mer- 
chandise can be sold in a given 
period from wall stocks than from 
cases and counters. The manage- 
ment claims that it sells more goods 
than any other retail hardware store 
in Boston having the same amount. 
of floor space. 

In the selection of stock the firm 
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Here we see the booth in which the paint 
department is located 
adheres to one standard line of mer- 
chandise so far as is possible. In 
stocking standard merchandise, fast 
selling numbers are handled almost 
exclusively. There is about as little 
deadwood in the store as can be im- 
agined. The firm’s location is such 
it can better afford to let the jobber 
carry the slower selling stock. And 
yet the firm keeps abreast of new 
merchandise coming on the market 
all the time, if, of course, such mer- 
chandise has a selling value to the 
store’s patrons. 
Displays Frequently Changed 

Purchases of new merchandise 
naturally are minimized until their 
worth has been tested and checked 
up with opinions of members of the 
firm. Seven broad, but not espe- 
cially deep windows afford ample op- 
portunity to display new as well as 
standard recognized goods. The win- 
dows are finished neatly, but not ex- 
pensively, and the displays are never 
elaborate. The firm’s theory is that 
goods, if they are the right kind of 
goods, will largely sell themselves if 
given an opportunity. It, therefore, 
is only a question of showing the 
goods. Windows, consequently, are 
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dressed often, never overcrowded 
and goods priced and tagged, espe- 
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cially when values are attractive to 
prospective customers. 

Once inside the store two booths 
immediately catch the eye. These 
are well worth study, inasmuch as 
they demonstrate what can be done 
in a merchandising way in a small 
space. They are typical of the store 
policy, in general. One booth is de- 
voted to paints and the other to bath- 
room fixtures. They are of oak, with 
two glass panels in front, one on 
each side of the front opening, and 
are artisically designed. Each booth 
is approximately 4 x 10 ft. and occu- 
pies not more than 50 sq. ft. space, 
outside measurements. 


Remarkable Paint Department 


The paint booth is lined with 
shelves wide enough to accommodate 
the paint containers. There is no 
waste space, the packages having 
just room enough and no more. Half 
gallon containers are the largest 
sizes handled in the booth, and from 
that size they run down to the small- 
est, because gallon paint buyers are 
comparatively few and far between. 
Gallon sizes, therefore, are kept 
downstairs in the basement. Alto- 
gether, approximately a $1,000 stock 
is carried in this booth. Last year, 
the company turned its paint stock 
eight times, figuring on a basis of 
cost against cost. So far this year 
its sales indicate a turnover of ten 

Bathroom fixtures are conveniently dis- 

played in an adjoining booth 
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times for 1922. An annual business 
of about $10,000 in a space occupy- 
ing not more than 50 sq. ft. is a rec- 
ord worthy of consideration. 

In connection with its paint booth 
the firm always maintains one paint 
window, which usually contains ad- 
vertising matter put out by the man- 
ufacturer, as well as paint contain- 
ers arranged neatly. Occasionally, 
a display of dry colors, largely for 
educational purposes, is given to the 
public. As for stock, the firm car- 
ries but one standard line of mixed 
paint and a small stock of varnish 
suitable for boat decks and spars. 
No effort is made to carry bargain 
stock. A considerable amount of 
duplication in investment, storage 
space and selling energy is thereby 
eliminated. 


Bathroom Fixtures 


It is the opinion of the store man- 
agement in this case that bathroom 
fixtures cannot be sold without dis- 
playing them. The volume of business 
depends to a considerable degree on 
the quality and neatness of that dis- 
play, especially as this line usually 
is not as fast selling as the average 
carried by the retail dealer, although 
the margin of profit is satisfactory 
enough. The arrangement of stock 
in the booth in this case is certainly 
pleasing to the average eye. The 
back and sides of the booth are done 
in white enamel, not a new idea by 
any means. But the combination of 
enamel, golden oak and nickeled fin- 
ished bathroom fixtures is striking. 

The Mackay-Newcomb Co. invest- 
ment in bathroom fixture stock to- 
tals around $500 and the annual 
turnover last year amounted to a 
little more than $5,000, so the ratio 
of turnover and money invested, to 
the turnover and investment in 
paints is virtually equal. A small 


enameled panel with bathroom fix- 
tures attached usually is kept in one 


Twin Cities Market Week 


The business interests of the Twin 
Cities, St. Paul and Minneapolis, Minn., 
conducted a market week from July 31 
to Aug. 5. Fare and a half was 
granted to out-of-town buyers and 
about 300 firms acted as hosts to their 
dealer customers during their stay in 
the cities. The reports of attendance 
and business transacted were very 
satisfactory. 

: About 40,000 retail merchants of the 
Northwest received invitations to come 
to the Twin Cities for this special week. 
Business talks were given at the lunch- 
eons provided for the dealers. Theater 
parties were held, tours of the interest- 
ing buildings and sites were made and 
a reception was given by the Governor 
of the State in the executive mansion. 
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View of bathroom fixtures and paint booths with display of stoves and heaters 
in the immediate foreground 


of the display windows, more as a 
reminder to passing people that the 
firm carries such merchandise than 
an attempt to display goods. The 
very attractiveness of the display in 
the booth acts as a magnet to cus- 
tomers when they enter the estab- 
lishment. 

The company has recently in- 
stalled a thin wall case in a space be- 
tween the two booths, in which scis- 


River excursions were enjoyed by many 
of the country clubs were open for the 
visitors. 

All in all the market week proved a 
profitable innovation for the merchants 
of both cities. 


James Heddon’s Sons Build 


The James Heddon’s Sons Co., Dow- 
agiac, Mich., has completed plans for 
the construction of a substantial ad- 
dition to their office or administration 
building, which is to be 40 x 40, of 
brick, one story and basement. They 
have also recently built an addition. to 
their main factory building, for the 
production of the new “Wilder - Dilg 
Lure” and the other feather goods 
which they are preparing to put on the 
market. 





sors and shears are stocked on hooks. 
Heretofore, considerable space was 
devoted to such cutlery in a plate 
glass case located in the middle of 
the store. The experiment has dem- 
onstrated that more scissors and 
shears can be sold from such a case 
than from the plate glass case, and 
that the latter can be devoted to 
other merchandise to better advan- 
tage. 






Du-All Mfg. Co. Organized 


The 
Harzee mops, polishes and home spe- 
cialties, and the Horsey Products Co., 
makers of Horsey vulcanizers and auto 


Harzee Mfg. Co., makers of 


specialties, have consolidated as the 
Du-All Mfg. Co., Cleveland, Ohio. R. 
W. Wheeler is associated with the new 
organization as general manager. The 
company’s line will be handled through 
regular hardware channels. 


McKinley Increases Capital 
Stock 


The capital stock of the McKinley 
Hardware Co., Rock Island, IIl., has 
been increased from $10,000 to $50,000, 
according to an announcement from the 
office of the Illinois Secretary of State. 
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A Simple Method for Making Stencils 


Every Hardware 
Store Uses 
Stencils and 
They Are 
Always in 
Demand When- 
ever There 
Is a Need 
for Signs 
or Quick 
Lettering 


By JOSEPH BERTRAM JOWITT 


w Alphabet for Quick Stencil Lettering ~ 
KLMNOPQRS | 
| \ , > 
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HE process of cutting out let- 
ters and ornaments for stencils 
is a very simple and interest- 

ing operation, when once the be- 
ginner knows exactly where and how 
to cut and the best material to use. 
Nearly every retail merchandiser 
occasionally can use a good stencil 
alphabet—cards or signs such as 
“Wet Paint,” “Fire Pails,” “Exit” or 
“Directories” are often needed in 
quantities. The firm’s imprint on 


FOR 
FIRE 
ONLY 
EXIT 


WET 


PAINT 


Some of the 








signs usually made with 


stencils 


merchandise such as ash cans, 
ladders, paint cans, wheelbarrows, 
lawn mowers, also calls the stencil 
into play. 


This chart gives the show-card writer a 
clear conception of the various patterns 
used in making stencils 


All this may easily be accomplished 
if a little study is given to the simple 
rules explained in this article. 

Stencils of this kind are of special 
value in view of the fact that they 
permit of fast work, are inexpensive 
and allow for repetition of design 
on as great a quantity of signs and 
show-cards as may be desired. 


Choice of Materials 


The choice of materials from 
which stencils are cut depends to a 
great extent on the quantity of im- 
pressions required from each stencil 
—for instance, if two or three dozen 
impressions are required the stencil 
may be cut from a sheet of common 
wrapping paper. 

The letters should be first roughly 
sketched out in pencil using a simple 
plain type such as the alphabet illus- 
trated herewith. After sketching 
out the design give the entire pat- 
tern a thin, well rubbed out coat of 
shellac. The pencil marks will show 
plainly through the shellac coating, 
which will be dry or “set” enough 
to cut out the letters in from fifteen 
to twenty minutes. It is advisable 
to make two or three impressions on 
paper while the stencil is new. These 
should be kept in reserve and should 
the original stencil break they will 
save the time of drawing and cut- 
ting out another. 

If fifty impressions are desired it 
is best to procure the regular, oil 
soaked, prepared stencil paper which 
may be purchased in artist’s supply 


we 


This Article by 
Mr. Jowitt 
Gives Full 

Details 


Regarding 


the Various 

Methods and 
Materials 

Necessary 

in Making 


Stencils 





or paint stores or which may be pre- 
pared as follows: 

Cut a heavy piece of manila wrap- 
ping paper of any desired size, coat it 
on both sides with boiled linseed oil, 
set aside until dry enough to coat on 
one side only with shellac. When 
the shellac is dry or set draw out the 
pattern on the shellac coated side 
with pencil. For a permanent sten- 
cil sheet celluloid, such as is used for 
side curtains on automobiles, will be 


25:10 


Bad 
98-67 
199 


This shows the way in which numerals 
are made 


found almost indestructible and very 
easy to cut. This comes in sheets 
20 x 48 in. and is on sale at most 
auto supply stores. As it is thin and 
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transparent it may be placed over 
any design and letters cut out with 
a sharp penknife. 

Stencils when not in use should be 
kept between the leaves of a book or 
under some heavy weight in order to 
prevent curling. 


How the Cutting Is Done 


In cutting paper stencils the 
lettering may either be drawn in out- 
line with a pencil or they may be 
painted in solid with a brush. Lay 
the pattern on some smooth surface 
for the cutting such as a glass coun- 
ter or smooth board. Care must be 
taken not to cut through the little 
“ties” which hold the center of each 
letter in place. If by accident the 
point of the penknife should slip and 
cut through a “tie” it can be mended 
by pasting a narrow 
strip of paper over the 
break, first making sure 
that it is the exact 
width of broken tie. The 
small blade of a pen- 
knife is the best tool 
to use and it should be 
kept sharp, otherwise 
it will tear or leave the 
letters with ragged 
edges. Hold the knife 
at a slight angle while 
cutting, as this will 
greatly facilitate the 
work and permit much 
greater speed in cut- 
ting out the letters. 
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keep the colors thick while working, 
for if they are used too thin they 
are apt to run under the stencil and 
smear. 
Use 
brushes. 
bristles; the hairs are short and 


only the regular stencil 
These are made of stiff 


stubby. The popular size is about 
1 in. wide. 

In working the color through the 
stencil use a patting motion. This 
is done by dabbing or pouncing the 
brush. Do not use a sliding side to 
side movement, as this would surely 
break the stencil. In order to kill 
the stencil-effect the letters may be 
joined together (wherever the break 
appears) by painting out the “ties.” 

The letters which require the most 
care in cutting are B, C, D, G, O, P, 
Q, R and S. The remaining letters 
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in place while c, 1 and J requires 
none at all. The letters F, J, L and 
T would hold up for a while without 
any supports, as there is no center 
to be cut away as is the case with the 
letters A, B, D, O, P, Q, R. Of 
course, the more supports used the 
stronger the stencil will be, and the 
wider the “ties” are made the longer 
it will last. 


A Good Stencil Alphabet 


The alphabet shown herewith is 
known as one-half block Egyptian. 
The letters are formed by three or 
more single strokes of a No. 12 red 
sable, show-card brush, and they are 
particularly adapted for stencil work 
on account of their simple construc- 
tion. This is a very important thing 
to consider when cutting out letters 
with a knife. 

One stencil alphabet 











When applying the 
color to the stencil be 
careful to hold the pat- 
tern firmly in position, otherwise the 
color may work up under stencil and 
leave the edges of letters ragged. 
Oil or water colors may be used with 
equally good results. The thing 
most important to remember is to 


A stenciled sign showing the effect attained by filling in “ties,” shading 
the letters and adding an illustration 


of the alphabet will be much easier 
to cut on account of their straight 
lines. 

The reader will observe that some 
letters require one, two or three sup- 
ports or “ties” to hold their centers 





Let the Ladies Write Your 


T is true that most of the hard- 
ware store’s customers are men 

but, nevertheless, the women of your 
city have a deep influence on the pur- 
chases made at your store. 

So why not let the women of your 
city write some of your ads? 

You could have the intial ad in 
such a series read like this: 

“WHEN THE WIVES OF OUR CUS- 
TOMERS WRITE OUR ADS. 

“The women of this character are 
particularly pleased with the service 
and goods found at this store. So 


we’ve asked the wives of some of our 
customers to write some ads for us. 
The first ad in this series is— 





By Mrs C. S. Smith, 
Wife of the Owner of the Peoples’ 
Drug Store. 

“My husband has long patronized 
the Brown Hardware Store and the 
reason he has been such a steady 
patron of this store is because I’ve 
made him buy goods there. I’ve no- 
ticed that whenever we buy goods at 
the Brown Hardware Store that they 
last a long time, are low priced and 
that my husband always remarks 
about the courtesy and service ren- 
dered by the salespeople. That’s the 
sort of thing I like about the stores 
I patronize and that’s why I’ve asked 
my husband to buy all his hard- 


of 2-in. letters and two 
sets of numerals—1!% 
and 21% in. high—will 
be found very useful 
for simple show-card 
work. 

Floral designs cut 
from wallpaper or seed 
catalogs make attrac- 
tive stencils for decora- 
tive purposes. A very 
important thing the be- 
ginner should bear in 
mind when using water 
or oil colors for stencil- 
ing is to have the col- 
ors as thick as they can 
be conveniently worked, 
otherwise the result will 
not be clean cut because thin colors 
are sure to run under the stencil and 
spoil the work. Keep a piece of glass 
or smooth wood handy and work the 
color well into the stencil brush each 
time after dipping it in the ink. 





Ads 


ware at the Brown store. And I’m 
sure that other women would find the 
same thing to be true.” 

It would be an easy matter to get 
the local business men who wanted 
some free advertising to have their 
wives write some ads for the store. 
And where the women didn’t know 
just what to say you could very 
easily tell them what to say or write 
the ads yourself. 

Advertisements of this sort would 
be new and different and for that 
reason should attract a lot of atten- 
tion and help you materially in sell- 
ing more goods in your respective 
stores. 
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This double display offers the housewife a number of suggestions for the canning season 


Helping the Housewife with Her Preserving 


Timely Advertising, Interesting Window Displays and 
Helpful Suggestions Will Aid in Making Canning 


Time a Season of Hardware Profits 


RESERVING time is one of the 

Pp most active seasons of the year 
in the kitchen. 

ought to be one of the busiest seasons 


Therefore, it 


in kitchenware. Is it in your store? 

There’s money in the preserving 
trade. During the year-you have a 
steady demand for kitchen staples 
because cooking is a steady job. At 
preserving time there is a consider- 
able increase and the kitchen needs 
not only specialties but a number of 
extra staples as well. 

Women are proud of their jams, 
jellies and preserves—nothing is too 
good for preserving time and they 
insist on the proper utensils. The 
best cooks in the town are the strong- 
est on preserving—and the best 
cooks are your best customers. That’s 


another big reason for going hard 
after the preserving trade. 

Preserving time is full of color 
and variety. There is no limit to the 
number of fine ideas you can put into 
your store in the preserving months 
—and to the good business you can 
get out of these ideas. 


What to Feature 


Big pieces of enameled ware, 
aluminum and wooden ware are 
needed for canning—sizes which are 
not generally used in the kitchen and 
which have to be specially bought. 
These are, of course, profitable ones 
to sell. Not only are the largest 
pieces used, but also the smallest— 
the range of utensils in service dur- 
ing preserving is very wide. Then, 


Four Good Combinations: 


Combination A 
Preserving kettle (medium size) 
Colander 
Ladle 
Skimmer 
Long spoon 


Combination C 


Same as B and also 
Preserving kettle (small) 
Bowl (3 quart) 

Ladle (2) 

Skimmer 

Long spoon (2) 


Combination B 


Same as A and also 

Preserving kettle (large) 

Pitcher (2 quart) 
Combination D 


Same as C and also 

Rinsing pan 

Measuring cup 

Sauce pan 

Jar sterilizer (or “Canner’’) 
Dipper 

Fruit jar funnel 


too, there are glasses, glass jars, 
crocks, rubber jar rings, paraffine 
and waxed paper which come into use 
when the preserves have been made. 

The best way to boost sales is to 
sell in combinations. Particular 
pieces are necessary in canning and 
a number of good combinations in 
various price ranges can easily be 
made up. A very successful bargain 
feature can be instituted by offering 
combinations at a little lower price 
than the total of prices for the indi- 
vidual pieces. 


Let Your Windows Sell Preserving 
Ware 


Next to sending a salesman right 
into the kitchen, nothing can tell 
your story so vividly and salefully 
as a strong window display. 

If you can get a demonstration of 
preserving it will be worth the com- 
paratively small amount of money 
and trouble expended. A _ bright- 
looking, high school girl who likes 
domestic science can start a run on 
articles for preserving if you supply 
her with the right setting and the 
proper materials. 

Use fruits freely in your displays 
—there are hundreds of mouth- 
watering displays which can be made 
up with a basket of fruit and a pre- 
serving outfit of clean, attractive 
ware. Show the results of preserv- 
ing—put in plenty of jars of pre- 
served fruits—homemade if possible 
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—from the grocery if necessary. Use 
plenty of show-cards and have at 
least one window display on pre- 
serving during each month of the 
season. 

Advertise Preserving Essentials 


Ads with the news appeal and the 
timely story sell the goods. Nothing 
can be timelier or newsier than pre- 
serving in advertising housefurnish- 
ings. 

The best way to get the most out of 
an ad on preserving is to keep it in 
a separate space—make a distinct ad 
out of it in its own border if it is to 
be run in the big store ad. A store 
using small space regularly can get 
the best effect by devoting an entire 
day’s ad to this subject. 


Direct Advertising Campaign 

The timely appeal and the “sale” 
feature may be combined into crowd- 
drawing mail matter, hand-bills and 
circulars for wrapping into parcels. 

The following would be a good 
campaign of three pieces for a direct 
advertising campaign: 

1. A post card featuring the sale 
of a preserving outfit—using cut and 
copy as suggested. 

2. A throwaway featuring a num- 
ber of combinations and using sev- 
eral leaflets for handing out in the 
store, wrapping into parcels and put- 
ting under doors. : 

3. A neat folder telling the story 
in a dignified way, to be sent either 
with statements or separately to reg- 
ular customers, 

As far as possible it is a good idea 
to tie up the advertising with the 
direct matter and with the window 
display. It is easy to make a hard, 
effective drive by running the differ- 
ent schemes at the same time. 
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Only a comparatively few pieces of enamel ware are shown in this display, but the 
arrangement cannot fail but attract the attention of the passerby 


Newlyweds of the past year are 
fine prospects for a good-sized pre- 
serving outfit. You probably have a 
list of them—send them a letter and 
a few circulars—make them a special 
offer. 


What to Feature Each Month 


In all your advertising and dis- 
plays be sure to feature the fruits 
and vegetables in season. It makes 


your story hit the prospect harder. 
The following are the most popular 
in the preserving season: July, cur- 
rants, raspberries, cherries, peas. 
August, peaches, plums, blackber- 
ries, tomatoes, corn. September, 
pears, crab-apples, quinces. 

Other popular fruits for preserv- 
ing are: Blueberries, cranberries, 
dewberries,» gooseberries, grapes, 
huckleberries and pineapples. 


ee ae ee ene 





And here is another window calculated to appeal to the housewife who is busy with canning. There’s a lot of unoccupied space 
in this window, but it produces an effect similar to that created by the use of white space in advertising copy 
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Every woman who comes into the 
store should be reminded of her 
needs for preserving. The sales- 
people should know what utensils are 
used and why in order to make intel- 
ligent suggestions to the prospective 
purchasers. 

Preserving should be brought up 
in a natural way in every sales talk 
and mention should be made of the 
fruits in season during that particu- 
lar month. If the customer comes 
in for a utensil she is going to use in 
preserving, other necessary pieces 
should be suggested to her. News 
chat about other customers can be 
used very effectively in the case of 
preserving because women are so 
proud of their skill. ‘Mrs. Smith 
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is putting up a lot of blackberries 
this year,” will frequently lead to a 
sale. 

The salesgirls should profit by the 
articles they read in their favorite 
magazines. All the women’s papers 
have good, helpful articles on pre- 
serving in their summer issues. Talk 
to the household economics teacher 
in the local high school about pre- 
serving—you will pick up some fine 
ideas from her. 


A Few More Selling Ideas 


A scheme which can be used in a 
number of ways is holding a contest 
for the jar of jam, jelly or preserves 
adjudged the best. Attractive gifts 
would be kitchen utensils and out- 
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fits. Contests could be held for vari- 
ous classes in order to increase jn. 
terest—such as for high school girls, 
for women married less than a year, 
for grandmothers, etc. 

Offer to display in your window 
sample jars of preserves made by 
your customers—with little signs 
giving the name and address of the 
maker. This offer might be limited 
to those who buy preserving utensils 
at your store. 

Co-operate with the fruit dealer 
and grocer and work out some plans 
together. You can share advertising 
expenses, exchange display material, 
and put over larger and more effec- 
tive campaigns which will be mutu- 
ally beneficial. 





Coming Hardware Conventions 





AMERICAN HARDWARE MANUFACTUR- 
ERS ASSOCIATION CONVENTION, Atlantic 
City, N. J., Oct. 18, 19, 20, 1922" Head- 
quarters, Marlborough-Blenheim. F. D. 
Mitchell, secretary-treasurer, 1819 
Broadway, New York. 

NATIONAL HARDWARE ASSOCIATION OF 
THE UNITED STATES CONVENTION, At- 
lantic City, N. J., Oct. 17, 18, 19, 20, 
1922. Headquarters, Marlborough- 
Blenheim. T. James Fernley, secre- 
tary-treasurer, 505 Arch Street, Phila- 
delphia, Pa. 

AUTOMOBILE ACCESSORIES BRANCH OF 
THE NATIONAL HARDWARE ASSOCIATION 
OF THE UNITED STATES CONVENTION 
AND EXHIBITION, Atlantic City, N. J., 
Oct. 16, 17, 18, 19, 20, 1922. Head- 
quarters, Hotel Ambassador, T. James 
Fernley, secretary-treasurer, 505 Arch 
Street, Philadelphia, Pa. 

MOUNTAIN STATES HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION 
AND EXHIBITION, Denver, Col., Jan. 9, 
10, 11, 1923. W. W. McAllister, secre- 
tary-treasurer, Boulder, Col. 

WESTERN RETAIL IMPLEMENT AND 
HARDWARE CONVENTION, Kansas City, 
Jan. 16, 17, 18, 19, 19238. H. J. Hodge, 
secretary, Abilene, Kan. 

TEXAS HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Dallas, Jan. 
23, 24, 25, 1923. A. M. Cox, secretary, 
822 Dallas County Bank Building, Dal- 
las. 

KENTUCKY HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION AND 
EXHIBITION, Jefferson County Armory, 
Louisville, Jan. 23, 24, 25, 26, 1923. J. 
M. Stone, secretary, Sturgis. 

WEST VIRGINIA HARDWARE ASSOCI- 
ATION CONVENTION AND EXHIBITION, 
Huntington, Jan. 30, 31, Feb. 1, 1923. 
James B. Carson, secretary, 1001 
Schwind Building, Dayton, Ohio. 

INDIANA RETAIL HARDWARE ASSOCI- 
ATION, INC., CONVENTION AND EXHIBI- 
TION, Indianapolis, Jan. 30, Feb. 1, 2, 
1923. G. F. Sheely, secretary, Argos, 
Ind. 


VIRGINIA RETAIL HARDWARE ASSOCI- 
ATION CONVENTION, Norfolk, Feb., 1923. 
(Date to be announced later). Thomas 
B. Howell, secretary, Richmond, 

MICHIGAN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Grand Rapids, Feb 6, 7, 8, 9, 1923. 
Karl S. Jodson, Exhibit Manager, 248 
Morris Avenue, Grand Rapids; A. J. 
Scott, secretary, Marine City. 

WISCONSIN RETAIL HARDWARE AS- 
SOCIATION, Milwaukee Auditorium, Feb. 
7, 8, 9, 1923. P. J. Jacobs, secretary- 
treasurer, Stevens Point. 

CALIFORNIA RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
Palace Hotel, San Francisco, Feb. 13, 
14, 15, 1923. Le Roy Smith, secretary, 
112 Market Street, San Francisco. 

PENNSYLVANIA AND ATLANTIC SEA- 
BOARD HARDWARE ASSOCIATION, INC., 
CONVENTION AND EXHIBITION, Phila- 
delphia Commercial Museum, Feb. 12, 
13, 14, 15, 16, 1928. Sharon E. Jones, 
secretary, 1314 Fulton Building, Pitts- 
burgh. 

OHIO HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Cleveland, 
Feb. 13, 14, 15, 16, 1928. Exhibition in 
the new Municipal Hall. James B. 
Carson, secretary, 1001 Schwind Build- 
ing, Dayton. 

ILLINOIS RETAIL HARDWARE ASSOCI- 
ATION CONVENTION AND EXHIBITION, 
Hotel Sherman, Chicago, Feb. 13, 14, 
15, 1923. L. D. Nish, secretary-treas- 
urer, Elgin, III. 

IowA RETAIL HARDWARE ASSOCI- 
ATION CONVENTION AND EXHIBITION, 
Des Moines, Feb. 13, 14, 15, 16, 1923. 
A. R. Sale, secretary, Mason City. 

NEw YORK STATE RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXPOsI- 
TION, Rochester, Feb. 20, 21, 22, 23, 
1923. Headquarters, Powers Hotel, 
Sessions and Exposition at Exposition 
Park. John B. Foley, secretary, City 
Bank Building, Syracuse, N. Y. 

NEw ENGLAND HARDWARE DEALERS’ 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Mechanics Building, Boston, 


Mass., Feb. 21, 22, 23, 1928. George 
A. Fiel, secretary, 10 High St., Boston. 

HARDWARE ASSOCIATION OF THE 
CAROLINAS (place to be announced 
later) May 9, 10, 11, 12, 1923. T. W. 
Dixon, secretary-treasurer, Charlotte, 
N. C. 

ARKANSAS RETAIL HARDWARE Asso- 
CIATION CONVENTION, May, 1923. 
(Dates to be announced later). L. P. 
Biggs, secretary, 815-816 Southern 
Trust Building, Little Rock. 


Heard in New England 


Leonard A. Fairbanks, Lowell, Mass., 
has severed his connection with the 
Worcester Hardware Co., Worcester, 
Mass. 


Henry M. Sanders, 27 Eliot Street, 
Boston, hardware, announces Alfred F. 
Lund has joined his sales force. 


Edward Diskin, Mattapan, Boston, 
formerly with A. J. Wilkinson, Boston, 
is now associated with the C. S. Angell 
Co., 134 Pearl Street, that city. 


The Economy Hardware Co., 92 Main 
Street, Peabody, Mass., has opened for 
business. 


Gordon K. Alling, manager The Sey- 
mour Commercial Co., Ansonia, Conn., 
has resigned to accept the manage- 
ment of the C. H. Darling Hardware 
Co., Woonsocket, R. I. 


Sam Fusco recently opened a hard- 
ware store at 165 Water Street, Quincy, 
Mass. 


Frank J. Shay, formerly president 
New England Hardware Associates, is 
a Government inspector, with head- 
quarters in the Winthrop Building, 
Boston. 


The Sawyer Hardware Co., Canton, 
Mass., has opened a new store in 
Stoughton, Mass. G. F. Holmes, for- 
merly with Hallett & Watson Co., Bos- 
ton, is in charge of the store. 
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EDITORIAL COMMENT 


ROPHETS tempt the gods 
Mar ket to perversity. The tem- 


Tendencies Peramental egoism required 
for successful prophecy brings 


down on the person possessing it the wrath and 
ridicule of gods and men. 

Some men, however, are placed by circum- 
stance in a position where they are forced by 
necessity to observe events and tendencies from 
a perspective that is, at times, more inclusive 
than that of other men. The same laws of cir- 
cumstance and necessity that place some men in 
positions where they are forced to observe, also 
impel them to submit their observations for the 
consideration of the more experienced. 

Circumstance and duty, therefore, urge us to 
address to your attention, as concisely as pos- 
sible, the following information: 


Retail stocks in large sections of the country 
have been for several months in a condition 
that may be characterized, in one word, as low. 
The liquidation of prices a few weeks ago seemed 
to have reached a temporary bottom. Retail 
buying activity then became noticeably more 
vigorous, and price movements started to show 
stiffening tendencies. 


As the effects of the coal and railroad strikes 
became more and more a matter of serious dis- 
cussion, prices in the basic raw material markets 
advanced, and the demand for hardware staples 
grew more consistently active. Other elements 
also helped to shape the course of market con- 
ditions such as the building boom and the more 
optimistic mental attitude of the public in the 
matter of buying. 

But factories generally have only been pro- 
ducing enough to fill actual orders. Except in 
a few instances, no substantial surplus of mer- 
chandise exists. Jobbers and manufacturers 
have even predicted shortages in certain lines of 
tools and builders’ hardware. 

Thus, there is a slight similarity between 
present conditions, and those that prevailed in 
the fall of 1919. It is probably only temporary. 
But during this period of active demands, short- 
ages and stiffening price tendencies the merch- 
ant whose shelves are full will profit. 


Lax OR some time past jobbers 
have accused the retailer of 
Methods underbuying. With the indus- 
trial depression came the neces- 
sity for the liquidation of stocks. Many merch- 
ants learned the bitter effects of overbuying dur- 
ing those crucial days of liquidation, and as a 
consequence many, perhaps, went to the other 
extreme. As a result the stocks in many retail 
stores have been poorly balanced. In some in- 
stances the retailer has probably been open to 
criticism, but in the majority of cases merch- 
ants have followed the only sound policy possible 
under the circumstances. 

One of the criticisms that has been made in 
this respect is that underbuying fosters lax 
methods. Within certain limitations this is 
probably true. An editorial in Printer’s Ink ex- 
pressed this opinion a short time ago. It is 
worth quoting because it gives an indication of 
the customer’s point of view which is always in- 
teresting. 

“Even though a merchant may have a certain 
article in stock,” the writer states, “his custom- 
ers will not buy it enthusiastically because his 
assortment is not complete enough to be inviting. 
People like to buy from full lines.” A little 
further on the writer continues: “The other 
evening we wanted a sprihkling can, but did not 
buy because the retailer had only two sizes to 
offer. We imagined that we wanted a size in be- 
tween.” 

Some men probably would conclude, from that 
statement, that what the retailer in question 
really lacked was something in the nature of 
salesmanship. The fact remains, however, that 
the first requisite for successful salesmanship is 
a good quality and a fair assortment of the right 
kind of stock. 

Even limited investigations have shown that 
many retailers are losing business to-day because 
of inadequate stocks. Conversations with men 
and women who purchase the things that hard- 
ware merchants sell have impressed this fact 
upon us very forcibly during the past few weeks. 
This condition will unquestionably correct itself ; 
but in the meantime who pays for it? 
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Service and Information Bring Radio Sales 


Hardware Merchants Should Place This Department 
in Charge of a Man Capable of Offering 


Real Advice to the Firm’s Customers 


HE public interest in and the 

rapid growth of the radio or 

wireless business had its in- 
certion July 2, 1921, at the time of 
the broadcasting of the result of the 
Dempsey-Carpentier world’s cham- 
pionship bout at Jersey City, N. J. 
This proved to be an inspiration to 
thousands of listeners who received 
the round by round result through 
the courtesy of many amateurs in 
various parts of the eastern half of 
the United States. Prior to that 
event experiments had been carried 
on in Pittsburgh, Pa., which proved 
the possibilities of broadcasting, but 
it was not until after the satisfac- 
tory result attained in reporting the 
international fistic encounter that the 
real demand for radio equipment be- 
gan. 

At first the merchandising of radio 
equipment was carried on by the 
merchants who were already in this 
line, but the hardware merchants, 
quickly realizing the possibilities, 
soon made plans to carry radio equip- 
ment, and in the short period of eight 
months have become a factor in the 
field. 

Avoiding Complex Construction 


As far as is practical the plan of 
the manufacturer is to avoid com- 
plication in construction, thereby 
simplifying the operation of radio 
equipment and endeavoring to make 
it possible for the merchant who is 
not initiated in the technical side of 
radio to sell it as he would in any 
other line. Theoretically this plan is 
a good one, but any merchant con- 
templating going into the merchan- 
dising of radio material must bear 
in mind that he is going to be called 
upon for a certain amount of infor- 
mation as to the operation of the 
equipment. 


Competent Men in Charge 


It is therefore advisable to place 
in charge of the radio department a 
man who is familiar in a general 
way with the operating characteris- 


tics of a radio set. In almost every 
city or town there are a number of 
enthusiastic amateurs from whom 
may be selected an individual quali- 


By T. D. HAUBNER 


fied to handle a radio department. 
These men for years have devoted 
most of their spare time to the study 
of radio equipment, the transmitting 
and receiving of messages and they 
should be able to inject enough en- 
thusiasm in their work to make any 
radio department a profitable invest- 
ment. These men realize the neces- 
sity of having only high grade equip- 
ment, 
Radio Here to Stay 


The question which overshadows 
all others in this field is, “Will radio 
as a merchandising proposition 
last?” It will. An important point, 
however, to be considered is, that 
radio to-day is regarded by many in 
the nature of a fad. It is something 
which has always been more or less 
of a mystery to the layman and now 
that the door has been opened he is 
rushing in, spending money almost 
recklessly. As broadcasting stations 
are erected and programs arranged 
the heavy buying continues, but the 
prevailing opinion seems to be that 
while radio as a commercial line is 
with us to stay and that it will even- 
tually become a staple business pro- 
position. It therefore behooves the 
merchant to decide upon the lines of 
merchandise he is going to handle, 
establish a department which can 
give service and information as well 
as sell merchandise and thoroughly 
convince himself of the necessity of 
handling only standard types and 
makes of apparatus. 


War-Time Conditions 


Conditions that have prevailed for 
the past several months remind one 
somewhat of war-time conditions 
when there existed a maximum de- 
mand and a minimum supply. When 
one considers that the original group 
of amateur experimenters amounted 
to approximately 50,000 and that 
within the short period of eight 
months radio enthusiasm has _ in- 
creased the number to the extent of 
1,000,000 and over, it can easily be 
understood why factories are over- 
burdened with orders and jobbers 
and dealers are unable to take care 
of immediate demands. 


One evil which has crept in is the 
war born desire to profiteer. Manu- 
facturers have established a certain 
price which is regarded as the re- 
tail selling price or as is generally 
known list price, and certain dealers 
have taken advantage of the demand 
and are arbitrarily raising this list 
price at the expense of the ultimate 
consumer. 


A Natural Slowing Up 


Previous experience in the amateur 
field would tend to indicate that dur- 
ing the summer season a let down in 
the demand can be expected. This is 
primarily due to atmospheric condi- 
tions so-called static. This enemy of 
radio reception has never been elim- 
inated, and it is only natural that it 
will in many cases dampen the en- 
thusiasm of the listeners, particu- 
larly those who are located a consid- 
erable distance from the broadcast- 
ing station. Added to this we have 
an increased desire for outdoor life 
and it would be surprising if these 
two factors do not cause an appre- 
ciable falling off in sales. 

This decreased demand, however, 
will give the factories an opportun- 
ity to catch up on their back orders 
and by the time fall arrives there 
should be ample merchandise to meet 
the demand which will surely return 
when cool weather begins. From all 
indications manufacturers’ should 
make their plans for another wave 
of enthusiasm next fall and winter, 
and it would seem that the present 
is the most opportune time for the 
merchant to prepare himself to take 
care of what will unquestionably be 
one of the most active selling lines 
in the merchandising field. 


Important Points to Consider 


The following are the most impor- 
tant points to be kept in mind when 
creating a radio department: 

Place your radio department in 
charge of a competent radio man. 

Advertise the fact that you are in 
the business, and have a well assorted 
stock of receivers and supplies. 

Be prepared to give service and in- 
formation as to the installation and 
operation of radio outfits. 
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Some of Those Who Attended the Outing of the Westchester County Hard- 


ware Dealers’ Association, Held at the Rainbow Inn, Rye, N. Y., July 26 
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Adjustment of Fire Insurance 


| ARDWARE merchants, and mer- 

chants generally, frequently 
experience considerable dissatisfaction 
regarding the settlement of fire insur- 
ance claims, inasmuch as the damages 
received are often less than they believe 
themselves entitled to. In this connec- 
tion the following statement issued by 
the Members’ Information Service of 
the Chamber of Commerce of Law- 
rence, Mass., is of interest. 

“Have you ever suffered a fire loss? 
And when the adjustment was made be 
disappointed because you received as 
damages less than you felt you should? 
More than likely the agent then en- 
deavored to explain to you the much 
discussed co-insurers clause that is in 
all mercantile form policies. 

“Even if you haven’t had a dis- 
appointing experience in this matter 
you had better study your policy now 
to guard against disappointment later. 

“Here is the experience one of your 
neighbors had some time ago. His 
stock and fixtures were worth $50,000. 
Since about 95 per cent of all fires re- 
sult only in partial loss—usually a 
slight one—he felt it would be a pru- 
dent thing to insure for only $10,000. 
There was a fire, and the loss was esti- 


mated to be just $10,000. So he sat 
back and awaited the insurance com- 
pany’s check for $10,000. The check 
came. It was for $2,500. He pro- 
tested, feeling that he had been de- 
frauded out of $7,500. 

“He hadn’t been at all, $2,500 was 
the amount to which he was entitled. 
Here is the way it came about. There 
was in this contract, as in all policies 
covering stock and fixtures, a ‘reduced 
rate contribution clause’ which made 
the insured a co-insurer with the com- 
pany, for it stipulated that the insured 
agreed to carry insurance to an amount 
at least 80 per cent of the total value 
of stock and fixtures. By the terms of 
that clause the insurance company 
agreed to pay a proportionate share of 
the loss. This share of the loss would 
be the proportion which the insurance 
bore to 80 per cent of the value of the 
stock and fixtures. Therefore, since 
the total value of stock and fixtures 
was $50,000, 80 per cent was $40,000. 
He carried $10,000 insurance. This 
was one-fourth of $40,000. Hence he 
received one-fourth of the fire loss, or 
$2,500. 

“Had the fire loss been $5,000 the in- 
demnity would have been $1,250; had 
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Claims 


it been $20,000 the indemnity would 
have been $5,000. Get the proportion 
idea? 

“This co-insurers clause is standard. 
The underwriters adopted it about 
twenty-five years ago to safeguard 
them against paying maximum losses 
when the maximum insurance was not 
carried. This practice, it was felt, was 
unfair to the insurance companies and 
so the “co-clause” was inserted. It is 
involved and technical and is not easily 
understood.” 


Mason Adds Another Branch 
Office 


Due to the increase of its business in 
the Middle West, the Mason Tire & 
Rubber Co., Kent, Ohio, has installed a 
new branch office and warehouse in 


Pittsburgh. This is located at 6305 
Penn Avenue, with R. W. Mason as 
manager. 

The territory assigned the new 


branch consists of practically the west- 
ern half of Pennsylvania and the north- 
ern half of West Virginia. This was 
previously covered by the Cleveland 
branch. 
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Excellent Summer Motoring Ad—Hardware Dealer “Says 
It With Verse”—Other Newspaper Advertising Ideas 


A Local Cooperative Window Display t 


No. 1 (2 cols. x 6 in.) 


This ad was sent us by the Danbury 
Hardware Co., Danbury, Conn. It fea- 
tures a very unusual window display 
in that the products of more than sixty 
Danbury manufacturers are shown. 
This not only emphasizes Danbury as 
an important manufacturing center but 
stimulates local pride as well, and it 
is not to be wondered at that the idea 
proved a success. 

If you are located in a manufactur- 
ing town, perhaps you can utilize this 
idea. It will surely bring your store 
publicity as well as good-will and ac- 
cording to the valuation placed upon 
good-will by many firms, this item is 
a big factor in modern hardware busi- 
ness. 





Hardware 


Danbury Company. 


Ahead of the Times—That’s Us. 





Have You Seen Our 
3 Windows? 


Showing the products of over 60 Danbury Manufac. 
turers? We have had many favorable comments on 
this idea and display from some of our most prominent j 
Danbury people. 


We're Glad to Do It. 


And glad to show Danburians what Danbury produces, 


SEE THIS )DISPLAY TO-DAY. 





r DANBURY. — | 


ARDWARE CO. 








‘Tel. 158. 





1—This is the way the Danbury Hard- 

ware Co. advertised its three windows 

featuring the products of sixty Danbury 
manufacturers 
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tions from these good values. 


it is the motorist who goes unprepared for emergencies that usually has 
trouble, inconvenience and discomfort—the motorist who carries a com- 
plete outfit along and 1s prepared for any emergency, is the one who 
travels with pleasure, comfort and peace of mind. 


Get your automobile necessities here and you'll be able to overcome any 
difficulty that might arise. Insure pleasant trips by making your selec: 


SEE OUR WINDOW DISPLAY OF AUTO ACCESSORIES. 





GUARANTEED TIRES 
AND TUBES 
Eagie Brand. 5000 Mile Factory 
Guarantec 

30 x 342 Fabric .- $1250 
30 « 3', Cord . 16.00 
Grey Tubes 2.25 

Dunlop Tires and Tubes 


Reis) oF Pe 





Standley 


LUGGAGE CARRIERS 


AUTO TOW LINES 
STEEL WIRE ROPE ......... $6.00 
Our 1922 Auto Accessory Cata- 
logue Supplement is now teady. Ask 
for one 





-. $4.50, $5.50 





PUMPS AND JACKS 
Hand Pumps $2 50, $400, $500 
Yankee Running Board Pumps $5.50 
Jacks . $2.00 up 





SPARK PLUGS 
“CHAMPION” FOR ALL CARS 


Sets 





TOOL KITS 
From $1.50 up. 
Bitimont and Mossberg Wrench 


LIGHTING EQUIPMENT 
Spotlights, Tait Dome and Trouble 
Lamps. 

“Aermore” Electric and Hand Horns 
$4.50 up. 





~ 
FIRE EXTINGUISHERS 


$3.00 up 
: Pyrene Save insurance $12.00 eacr 
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DEPENDABLE AUTO ACCESSORIES 


« SUMNER CO. 


MAIN St. MONCTON, N..By, 


£ WShestl<? [™ Ie lead Bleed sl Sled 


2—If you want to give your accessory department a good boost try a “summer mofor- 
ing” ad along the lines of this Summer announcement 


Here’s the Ideal Summer Auto Ad 


No. 2 (4 cols. x 9 in.) 


We have been waiting for an ad of 
this kind and at last our patience has 
been rewarded by G. V. White, who 
looks after the advertising of the 


Sumner Co., Moncton, N. B. In the 
matter of attractive display, items 
listed and illustrations, this Sumner 
ad is an ideal summer motoring an- 
nouncement and now, at the very 
height of the season, is the time to use 
publicity of this kind. It will catch 
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folks who have not as yet started on 
their vacations and those who have 
been and returned and are now taking 
week-end trips. Note particularly the 
items mentioned: tow lines, fire ex- 
tinguishers, luggage carriers, spot- 
lights, pumps and jacks, tires, etc.— 
all items needed especially when the 
motorist takes to the road. 
Saying It With Figures 

No. 3 (2 cols. x 6 in.) 

As we have stated from time to time 
in this department, dollar sales have 
taken a great hold on the hardware 
man’s fancy and never before has 
there been such a crop of dollar day 
sales. 

It remained for William Ludlum, 
who handles the advertising for 
Howard’s, Mt. Vernon, N. Y., however, 
to give a new twist to the dollar sale 
idea. The ad is self-explanatory. And 
the offer is certainly a real induce-- 
ment. Instead of the merchant se- 
lecting a certain lot of articles and 
pricing them at $1 as is done in the 
dollar day sale, Mr. Ludlum makes a 
blanket offer which actually does as 
he states—increases the value of the 
dollar in the Howard store—all over the 
store—by 25 per cent. 

Exceptions are noted but are listed 
as “very few,” and this fact does not 
detract from the force of the announce- 
ment. Altogether, we consider this 
one of the most unusual sale offers that 
has come to our attention since the 
first dollar sales appeared. Any store 
which can arrange to make an offér 
similar to Howard’s should find the idea 
profitable and also productive of a 
great deal of local publicity and com- 
ment, which more than offsets any pos- 
sible loss on certain items. 


Telling the Story in Verse 
No. 4 (38 cols. x 13 in.) 


Not only is this ad distinctive in de- 
sign but it is mighty interesting read- 





One Hundred and Twenty-Five 
Cents .on the Dollar 


For the Two 


DOLLAR DAYS 


Thursday and Friday, your dollar is worth $1.25 


AT HOWARD’S 


’ In addition to a number of Special Dollar Day Bar- 
gains, we will sel) a dollar and twenty-five cents worth of 
merchandise, in any of our departments for—one dollar, 
thereby, increasing the purchase value of your money— 
twenty-five per cent- 


This, with a very few exceptions, applies to every- 
thing in our large and complete stock af 


Hardware 


—AND— 


Housefurnishings 


For the Biggest Dollar Values in Town— 


=: HOWARD == 


3—There’s always a new way to pre- 
sent an old subject. Read how How- 
ard gives a new twist to the Dollar 














Day Sale 
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If your auto needs repair. 
Go to Brveze; 
Parts are sold at prices fair, 
Go to Breeze; 
Things from cotter pins to rims, 
Gives your Lizzie plenty vim, 
Can be purchased right from 
him, 
Go to Breeze. 





























If it's a stove that you desire. 
Coal oil. gasoline or coal fire, 
All are warranted to bake, 


He has never sold a fake, 


Go to Breeze, 
Go to Breeze. 
Pies like mother used to make. 


Go to Breeze 








If atuminum ware’s your, need, 
Go to Breeze; 

Goods of quality is his creed, 
Go to Breeze; 

Line’s so large we cannot tell, 
Makes your kitchen look real 
swell, 

Guaranteed td wear like — well, 

Go to Breeze. 
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If your granite ware’s all shot, 
He'll supply you on the spot, 
Kettle s, stewers and dish pans, 


To please the wife of any man 
















Go to Breeze, 
Go to Breeze, 
Best assortment in the land 


Go to Breeze. 














If it’s harness that you lack, 
Go to Breeze; 

Everything for horses’ back, 
Go to Breeze; 

Check lines, traces, breeching, 

collar, 

Here’s a tip for you to follow: 

If you want to save a dollar 
Go to Breeze. 
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If your chest needs some new 


We cannot give a better rule, 
Hatchet, hammer, chizel, saw 


To last as long as Moral Law 


tool, 
Go to Breeze; 


Than—Go to Breeze; 
Guaranteed without a flaw 


Go to Breeze. 


———S 




































4—A lot of verse used in ads isn’t worth 


ing and will certainly attract readers 
regardless of how hot the weather may 
happen to be. 

W. T. Breeze, Brooksville, Ky., be- 
lieves in “saying it with verse” and 
some very readable verses he has made. 


They have a swing and_ repeated 
rhythm just like some of E. A. Poe’s 
poetry. As an innovation in style, 


the reading, but here is a very creditable 


ad in verses used by W. T. Breeze 


this type of ad is most excellent. We 
direct attention to the heading and 
firm name displays where script type 
and rules are combined to make a de- 
cidedly novel effect. 

One of these trade-mark spots is 
the “Gift of Utility—Hardware” mark. 
We think this mark deserves to be 
used in each and every ad. 
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No Time for Price Maintenance Legislation 


Business Men Urge Passage of Kelly-Stevens Bill 
—But Congress Wants Early Adjournment 
. —Trade Barometer Points to Fair 


WASHINGTON, D. C., Aug. 7, 1922. 
ROTESTS against further delay 
p in the consideration of price 
maintenance legislation by the 
House committee on Interstate and 
Foreign Commerce are reaching Wash- 
ington as the result of wide circulation 
given to the report that the committee 
will not consider the Kelly-Stevens bill 
at the present session. It is intimated 
in some of the communications that 
have reached the capital that the co- 
operation of the Federal Trade Com- 
mission will be sought to induce Con- 
gress to take this important matter up 
before adjournment. 
I make no claims as a prophet but 
I am confident that the Stevens-Kelly 
bill will not be considered at the pres- 
ent session. Even its best friends 
would deprecate use of strong-arm 
tactics to bring the bill out of commit- 
tee at the present time when it would 
have little or no chance of passing 
either House, in view of the tremendous 
pressure now being exerted to clean up 
the legislative docket and adjourn both 
Houses as far in advance of the 
November elections as possible. 


Commission Favors Price Maintenance 


The Federal Trade Commission is 
already on record in favor of price 
maintenance legislation, and it is be- 
lieved that the action chronicled in this 
correspondence last week, by which all 
pending complaints based on attempts 
at price maintenance have been dis- 
missed, foreshadows the adoption by 
the commission of a “rule of reason” 
with reference to this class of cases. 


By W. L. CROUNSE 


There are ample precedents under 
which the commission can suspend 
hostilities pending action by Congress 
in the near future that will at least 
clarify the situation even if it does not 
result in early legislation. 

The friends of the Stevens-Kelly bill 
are amazingly confident that it will 
soon receive favorable consideration in 
Congress. Rumors that help will be 
forthcoming in high quarters have been 
current for some time and appear to 
be well based. 

That business men generally appre- 
ciate the effect upon the situation of 
the Supreme Court’s decision in the 
Beechnut case is amply evidenced by 
the action of national trade organiza- 
tions whose memorial and resolutions 
have been reaching Congress in a 
steady stream during recent months. 
Here is a typical memorial adopted a 
few days ago by the National Cigar 
Leaf Tobacco Association, which repre- 
sents an industry in which price cut- 
ters have played such havoc during the 
past year that many vain attempts 
have been made to obtain help from 
the Federal Trade Commission: 


Legislation Urgently Needed 


“WHEREAS the United States Supreme 
Court in the so-called Colgate case and 
in other cases has unqualifiedly af- 
firmed the right of the manufacturer 
to fix the price at which his products 
shall be sold and to refuse to sell to 
dealers who do not maintain such 
prices; and 

“WHEREAS the Supreme Court never- 
theless has expressed the opinion in 


other cases that a formal contract 
made between the manufacturer and 
dealer for the maintenance of fixed 
prices is void in view of the present 
state of the law on the subject; and 

“WHEREAS in the so-called Beechnut 
Packing Company case, recently de- 
cided, the Supreme Court, while re- 
affirming its opinion in the Colgate 
case, ‘has held that a “system of price 
maintenance” involving the coopera- 
tion of dealers or others “which has 
the effect of restricting competition” 
in the selling of the product of the 
manufacturer employing such system is 
an “unfair method of competition” in 
violation of the Federal Trade Com- 
mission Act, even though no agree- 
ment, either expressed or implied, be- 
tween the manufacturer and his dis- 
tributors is proved; and 

“WHEREAS such confusion in the 
minds of manufacturers and merchants 
has been produced by these decisions 
as to make it impracticable to devise 
an effective method of securing the 
adherence of dealers to resale prices 
fixed by the manufacturers without 
the enactment of a special law dealing 
comprehensively with these important 
subjects; therefore be it 

“RESOLVED that the National Cigar 
Leaf Tobacco Association in annual 
convention assembled earnestly urges 
upon the attention of Congress the 
advisability of enacting a carefully 
framed law based upon the principle 
underlying the so-called Stevens-Kelly 
bill, now pending in the House of 
Representatives, specifically legalizing 
price maintenance by such methods as 
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will render effective price schedules 
fixed by manufacturers while provid- 
ing adequate safeguards for the con- 
sumer. 

It will be noted that this organiza- 
tion, like many others, takes the posi- 
tion that the decision of the Supreme 
Court in the Beechnut case has not 
clarified the situation but, on the con- 
trary, has but served to emphasize 
the necessity for Federal legislation. 


Employment Situation Improves 


A highly satisfactory employment 
situation outside the industries affected 
by strikes is reflected in statistics just 
made public by the Department of 
Labor covering representative estab- 
lishments in twelve manufacturing in- 
dustries. Comparing the figures for 
June, 1922, with those for identical 
establishments for the same month of 
1921, it appears that in eight of the 
twelve industries there were increases 
in the number of persons employed 
while in four there were decreases. 

The large increases were 32.1 per 
cent in iron and steel; 30.5 in car build- 
ing and repairing and 21.2 in auto- 
mobiles. The decreases were largely 
in textiles, cotton manufacturing 
showing a decrease of 21.5 per cent 
and silk a decrease of 19.3 per cent. 

Six of the twelve industries show in- 
creases in the total amount of pay roll 
for June, 1922, as compared with June, 
1921. The remaining six industries 
show decreases in the amount of pay 
roll. The most important increase, 
40.7 per cent, appears in iron and stéel. 
Automobiles and hosiery and under- 
wear show respective increases of 24.7 
per cent and 15.2 per cent. The larg- 
est decreases were 34.0 per cent in 
cotton manufacturing, 33.8 per cent 
in silk, and 22.6 per cent in cotton 
finishing. 


Steel Plants Show Gains 


Increases in wages and per capita 
earnings characterized the majority of 
the iron ‘and steel plants in June. 
Typical details are thus summarized 
by the department: 

“An increase of 13 per cent was 
granted to 57 per cent of the men in 
one plant. An increase of 11 per cent 
was received by all of the force in one 
plant, and 89 per cent of the force in 
another plant. Four establishments 
reported a wage increase of 10 per 
cent affecting all of the employees in 
three establishments and 60 per cent 
of the employees in the remaining 
establishment. An increase of 8.7 per 
cent was received by 30 per cent of 
the force in one plant. {In one mill an 
increase of 7.6 per cent was granted 
to 90 per cent of the force. A 5 per 
cent wage increase was reported by 
two mills, affecting 25 per cent of the 
men in one mill and 11 per cent in the 
second mill. 

_ “A wage cut of 10 per cent, affect- 
ing 26 per cent of the force, was re- 
Ported by one establishment. Another 
establishment reduced the wages of 16 
Per cent of the employees approxi- 
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mately 5 per cent. Production was 
increased during the period reported 
and the per capita earnings for June 
were 1.4 per cent higher than for 
May.” 

In the automobile industry a wage 
increase of 20 per cent was granted to 
5 per cent of the employees in one fac- 
tory. Two establishments reported a 
10 per cent increase affecting 75 per 
cent of the force in one plant and 10 
per cent in the second plant. 

A 4 per cent increase was reported by 
one factory, but the number of em- 
ployees affected by this increase was 
not stated. The per capita earnings 
show an increase of 0.5 per cent when 
comparing May and June figures. 


Car Loadings Increase 


One of the best barometers of busi- 
ness activity is the weekly statement of 
cars loaded with various commodities. 
At the present time coal loadings are 
naturally below par and the railroad 
strike has to some extent affected the 
rail movement of other commodities. 

Nevertheless loading of revenue 
freight totaled 860,907 cars during the 
week which ended on July 15, compared 
with 718,319 cars during the preceding 
week, which included a holiday, or an 
increase of 142,588 cars, according to 
reports just received from the railroads 
of the country by the Car Service Divi- 
sion of the American Railway Associa- 
tion. This was practically the same 
number of cars as loaded during the 
week of June 17 last, and was an in- 
crease of 86,023 cars over the corre- 
sponding week last year. It was, how- 
ever, a decrease of 81,944 cars com- 
pared with the corresponding week in 
1920. 

Loading of all commodities, except 
coal, during the week of July 15 totaled 
783,573 cars, which has only been ex- 
ceeded in the history of American rail- 
roads during the weeks of September 
and October, 1920, when freight load- 
ings established a new high record. 
Tabulations show that this total, how- 
ever, is only 8295 cars or 1 per cent 
below the total for those same commodi- 
ties loaded during the week of Oct. 15, 
1920, when the peak was reached. 


Big Figures for Grain 


Grain and grain products loading to- 
taled 48,911 cars, the highest since the 
week of March 5 last, and an increase 
of 13,644 cars over the preceding week. 
While this was a decrease of 8272 cars 
compared with the same week last year 
it was an increase of 14,944 cars com- 
pared with the same week in 1920. 

Merchandise and_ miscellaneous 
freight, which includes manufactured 
products, totaled 567,465 cars, 85,386 
above the previous week, when, how- 
ever, the observance of the Fourth of 
July resulted in a decrease in loading. 
Tabulations showed, however, that this 
was an increase of 104,554 cars over 
the corresponding week last year, and 
39,339 cars in excess of the correspond- 
ing week in 1920. 

Coal loadings amounted to 77,334 
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cars, an increase of 8338 over the pre- 
ceding week. This was, however, a de- 
crease of 73,954 cars under the same 
week last year, and 130,091 cars below 
the same week two years ago. 


Coal Shortage Helps Coke 


Coke loadings totaled 9689 cars, a 
gain of 33 cars over the week before, 
and 5891 cars above the corresponding 
week last year. It was, however, 1970 
below two years ago. 

Live stock loadings totaled 30,216 
cars, 8369 cars in excess of the preced- 
ing week, and the greatest number 
loaded during any one week since May 
7 last. Comparisons show this to be an 
increase of 5749 cars over the corre- 
sponding week in 1921, and 3573 above 
the corresponding week in 1920. 

Forest products totaled 58,121 cars, 
an increase of 13,385 over the previous 
week. This was an increase of 14,292 
over the same week last year, and 1321 
above the same week two years ago. 

Ore loadings amounted to 69,162 
cars, a gain of 13,433 over the previ- 
ous week, and the highest since the 
week of Oct. 22, 1920. Compared with 
the corresponding week last year this 
was a gain of 37,763 cars, but a reduc- 
tion compared with two years ago of 
9060 cars. 

Compared by districts, increases over 
the week before were reported in all 
districts in the total loading of all com- 
modities during the week of July 15, 
while all except the Southwestern 
showed increases over the correspond- 
ing week last year. 


Better Pay for Postal Service 


A couple of years ago the newspapers 
of the country were appealing to Con- 
gress to give the employees of the pos- 
tal service a boost in salaries to put 
their earnings on a fair basis compared 
with those performing equally arduous 
work in private life. Now comes 
Charles A. Kram, comptroller of the 
Post Office Department, with the inter- 
esting intelligence that increases in sal- 
aries made progressively during the 
past four years now amount to ap- 
proximately one-fourth the entire pos- 
tal revenue. 

Since 1918 the rate of compensation 
to postal service employees has been in- 
creased by three special acts of Con- 
gress, namely, the War Bonus Act, 
effective July 1, 1918; the House Joint 
Resolution, effective July 1, 1919, and 
the Reclassification Act, effective July 
1, 1920. The additional cost to the Post 
Office Department for five years, based 
on the rate of compensation payable 
under these acts, as compared with the 
1918 rate, amounts to $450,371,600. 

The increase for the fiscal year ended 
June 30, 1919, was about $33,202,600, 
while for the current fiscal year it is 
estimated at $123,256,000. The increase 
for 1919 amounts to 7 per cent of the 
postal revenue for that year; for 1920, 
16 per cent; for 1921, 24 per cent; for 
1922, 23 per cent, and for 1923, 24 per 
cent. 

Once more the big cities are to enjoy 





20 


pneumatic tube mail service which was 
abolished by Postmaster General Burle- 
son in favor of big fleets of mail trucks 
that merely added to the congestion of 
traffic and the danger to life and limb. 
The Post Office Department during the 
past week invited proposals for a con- 
tract for pneumatic tube or service of 
similar device connecting the post offices 
of New York City and Brooklyn for a 
period up to ten years, beginning about 
Oct. 1, 1922, and expiring June 30, 1932. 

Advertisements for bids, which must 
be in the office of the Fourth Assistant 
Postmaster General Billany by 2 p. m. 
Aug. 31, are now running in newspa- 
pers of Boston, New York, Philadelphia, 
Chicago and St. Louis. The Postmaster 
General reserves the right to terminate 
the contract at any time. 

The tube system will run a distance of 
27.11 miles, connecting twenty-four post 
offices in New York City and one in 
Brooklyn. 


Half Million for New York 


An appropriation of $513,911.50 is 
provided in the Post Office Appropria- 
tion Act for 1923 for pneumatic tube 
service at New York for the present 
fiscal year. The law places a limit of 
cost on the system of $18,500 per mile 
of double line of tubes with a proviso 
that the Interstate Commerce Commis- 
sion may increase this rate up to $19,- 
500 per mile on appeal by either party 
to the contract. 

This will mark the re-establishment 
of the pneumatic tube system in New 
York after four years of abandonment. 
Until June 30, 1918, when the tube serv- 
ice in the transportation of mail was 
discontinued, the device was operated 
in five cities: New York, Boston, Phila- 
delnhia, Chicago and St. Louis. 

The abandonment of the tubes came 
about after an annual fight in Con- 
gress lasting several years, in which 
numerous investigations and reports 
were made as to the utility and econ- 
omy of the pneumatic tube system. 
Year after year, however, the appropri- 
ation was continued pending the result 
of investigations then being con- 
ducted and upon which Congress wished 
to base its judgment. The tubes have 
not been ordered back into service. 


Uncle Sam Will Own Post-offices 


First steps toward the fulfillment of 
the recently announced policy of Post- 
master General Work for Government 
ownership of post-office buildings be- 
gan during the past week with the ar- 
rival in Washington of fifteen inspec- 
tors who are to be trained to investigate 
real estate property with a view to pur- 
chasing sites for new buildings. 

The Postmaster General gives it as 
his belief that the Government is get- 
ting the worst of the deal through the 
existing system of leasing buildings to 
house post-offices. The leasing system 
costs the Government about ten million 
dollars annually. 

“Great pressure must be brought to 
bear,* he said, “to keep the rentals 
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within bounds until such time as the 
Government, by appropriation and en- 
actment, shall entirely do away with 
the policy of leasing.” 


Cost of Carrying Mail Matter 


The Post Office Department is coni- 
pleting plans for securing statistics to 
enable it to report to the Joint Com- 
mission of Congress on the Postal Serv- 
ice as to the cost of carrying and handl- 
ing the several classes of mail matter. 

One officer from each Railway Mail 
Service Division and one post office in- 
spector from each Inspection Division 
has been called to Washington to re- 
ceive instructions as to the manner in 
which the work shall be done in the 
post offices. In the course of instruc- 
tions they will familiarize themselves 
with what the Department expects to 
be done in the field and when they have 
mastered the subject they will visit all 
central accounting post offices and the 
fifty largest offices and give instruc- 
tion to those who must superintend the 
work there. The central accounting of- 
fices will receive reports from the of- 
fices in their territories and make con- 
solidations and compilations to be for- 
warded to the Department, where the 
work will be finished and the ascertain- 
ment made. 

A weighing of the several classes of 
mail will begin in all post offices Sep- 
tember 18 and continue for thirty days, 
during which period for seven days a 
count of the number of pieces of each 
class and a record of the revenue re- 
ceived for the same will be made. A 
large amount of other data will be se- 
cured from various tests which will be 
used by the Department in making the 
ascertainment of cost. 


Those New Postal Meters 


The new postal meter which is rap- 
idly taking the place of stamps to in- 
dicate the payment of postage on mail 
matter is the subject of a bulletin pre- 
pared by a facetious member of the 
press bureau of the Post Office Depart- 
ment. Drawing on a riotous imagina- 
tion that would do credit to a scenario 
writer the Postmaster General’s pub- 
licity man says: 

“No longer need office boys suffer 
from impediments of speech because of 
mucilage coated tongues from licking 
postage stamps. 

“The ‘licking tongue,’ must give away 
for the advance of progress, and, like 
the old hand flail, the tread mill, and 
other instruments of antiquity, the 
postage stamp itself, after serving its 
purpose faithfully and well for many 
years, must step aside and permit its 
functions to be performed by another 
labor-saving device. 

“In increasing numbers the large 
business houses, trust companies, mail 
order concerns and department stores 
are discarding the stamp or the stamped 
envelope in favor of rapidly running 
machines which, at one operation, seal, 
impress a permit number approved by 
the postal authorities, cancel and count 
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the letters or circulars that are fed 
into them. 

“The use of the meter or permit ma- 
chine was approved by the Post Office 
Department on September 1, 1920, but 
their use by large firms is only now 
becoming extensive. 


Three-in-One Imprint 


“The postage imprint made by the 
machine is a combination of postage 
stamp, cancellation, and postmark. The 
meter is a detachable unit which is 
taken to the local post office to be set 
for postage as required. For instance, 
when a firm desires ten thousand two- 
cent stamps, the meter will be sent to 
the postmaster together with payment 
of two hundred dollars. The meter is 
set for that number of imprints and 
sealed in the presence of two employees 
or Officials. 

“When 10,000 letters have gone 
through the machine, the meter is ex- 
hausted and automatically locks and 
will not function again until it has been 
taken to the Post Office Station and re- 
set for additional postage. Each meter 
is numbered and each machine bears a 
permit number issued by the Post Of- 
fice Department, both numbers being 
imprinted upon the letter when it goes 
through the machine, 

“‘*Permit’ or ‘metered’ mail expedites 
large volume mailings by the simple 
process of imposing a slight additional 
burden on the mailer and removing a 
corresponding burden from the post of- 
fice. The mailer usually is glad to as- 
sume the small cost of the investment 
on the machine because he gets both 
speed in his office and speed at the post 
office, particularly during rush hours. 
Machines now are on the market ca- 
pable of handling from 6,000 to 20,000 
pieces of mail per hour. 

“While postage stamps are being dis- 
placed where large batches of mail are 
handled, it undoubtedly will continue to 
get ‘licked’ by the individual and the 
small business concern whose output of 
mail does not justify an investment in 
meter machines.” 


Hotel Names Are Not “Addresses” 


Recent representations by Canadian 
postal authorities regarding the non- 
return of undeliverable mail written in 
hotel envelopes has drawn attention to 
an old order of the Post Office Depart- 
ment. This order provides that unless 
a specific request is made for return of 
such letters, that they will be sent to 
the dead letter office. 

The name of the hotel on such sta- 
tionery is treated by the Department 
merely as an advertisement and not as 
a return address. It is difficult to edu- 
cate the traveling public to this rule, 
but a request must be made for return 
if return of such mail is desired. 


A supplementary catalog containing 
descriptions of goods added to their 
stock since issuing the 1921 Automo- 
bile Accessory Catalog, is being sent 
out by the Sumner Co., Ltd., Main St., 
Moncton, N. B. 
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Current ae an analysis of the sales 
Demand records for the past six weeks, jobbers 

express satisfaction with the business done 

in summer items. They look forward to a 
healthy baying activity for fall goods. Tools are very 
much ip «and at the present time, particularly hand 
saws a:f ianmmers. Dealers are beginning to show in- 
terest in preserving kettles, jar rings, house scales, and 
other canning accessories. The season for these goods has 
just about started, and wholesalers report that dealers 
apparently anticipate a large business in this line, judg- 
ing from the good orders received. Among the seasonable 
summer lines crab nets, crab traps, ice cream freezers and 
water coolers are perhaps the most active items. Jobbers 
report that dealers are continuing to re-order these items 
in good varieties. In spite of the lateness of the season, 
lawn mowers are still moving and jobbers have but few 
mowers on hand. Reports are that lawn mowers were 
one of the best summer lines. 

No important price changes were reported by local 
jobbers this week, though the consensus of opinion among 
jobbers and manufacturers’ agents seems to be that prices 
show a tendency to stiffen all along the line. 


Shortuges OBBERS express concern over the in- 
and creasing scarcity of certain lines, espe- 
Production cially tools, builders’ hardware, certain 

sizes of nails and binder twine. Tool fac- 

tories generally are said to be working full 
time, though it seems that the working staffs are not as 
large as capacities would permit. The demand for tools, 
nails and builders’ hardware increased very rapidly in the 
last few months, and manufacturers say that they are un- 
able to keep pace with the heavier call by virtue of the 
fact that they had no overstock at the factories. They 
say that they were producing largely for current demand. 
In addition to the increased sales in these lines, the handi- 
cap of a railroad and coal strike has added greatly to the 
difficulties of manufacturers’ distribution schedules. Man- 
ufacturers also remark that there is a scarcity of skilled 
and unskilled labor. The tremendous building program 
going on in this district has been a heavy drain on local 
stocks of builders’ hardware. 


YROUPING various fall items and early 
winter goods of one general line to be 
considered now for future delivery, orders 
are slightly below general expectations, say 
the local jobbers.. According to reports, retailers have 
not as yet shown very keen interest in the future, though 
the wholesalers in the metropolitan district report that 
they have notified the retail trade of their stocks of this 
merchandise. It is thought that the coming week will 
show increased activity in this class of goods. 


Future 
Business 





Axes and Hatchets.—There seems to 
be increased interest for axes, hatchets 
and handles for both of these articles. 
Stocks seem fair and prices are re- 
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NEW YORK 


ported firm. There is said to be some 
scarcity for full polish hatchets. 


Jobbers’ quotations, 
Ordinary grade handled axes, to 4 lb., 4 Ib., $15.25 per doz. net; 3%, to 4% Ib., 


f.o.b. New York: 


EFINITE settlement of the railroad 

strike seems indefinitely postponed as 
this issue goes to press. The early part of 
last week it seemed as though a compromise 
would be effected very promptly, but apparently the con- 
tending parties have been unable as yet to come to an 
agreement which will be mutually acceptable. The con- 
tinued absence of the full working personnel of local lines 
is causing apprehension among local manufacturers and 
jobbers. As yet, however, no direct embarrassment of a 
serious nature has been reported. It is said that railway 
executives have pooled their supply of strike breakers so 
that the weaker roads will not be neglected, but will have 
a fair percentage of labor. There seems to be less danger 
of the strike spreading to railway telegraphers, as their 
union voted to stay at work. 

The coal strike peace conference, scheduled for Aug. 7, 
will have convened by the time this issue is in the hands 
of readers. At press time there is considerable specula- 
tion as to the results of this meeting, which are expected 
to give some definite clue as to the termination of the 
present strike. Sheet mills are said to be seriously ham- 
pered by the scarcity of coal. Should the coal expected 
from Europe arrive this week, it will do little good to 
the mills, as public utilities will have prior rights until 
normal domestic mining is resumed. 


Strike 
Talk 


Conditions Bibs sana E representative retailers in dif- 
of ferent sections of this territory main- 
Stock taining stores varying in size were asked 

for a general outline of the conditions of 

their stocks. Practically unanimous was 
the information that stocks generally were light, but 
very complete. That is to say, full lines of any given 
item were on hand, but in small lots. Local jobbers make 
the same report, based on the observations of their sales- 
men, and the orders that are turned in. Shelf hardware 
and staple items are perhaps the exceptions, said to be 
stocked in heavier quantities, and apparently turning over 
with fair rapidity. Most jobbers in this district are al- 
ready taking in good stocks of fall merchandise. 


Imported MONG the local hardware fraternity, 
Hardware ~<* there seems to be very little interest 

expressed in reference to foreign-made 

hardware. Three or four months ago it 
was a very common topic of conversation among hard- 
ware men to discuss the size of foreign shipments, and 
the American ports to which they were consigned. The 
most prominent among imported hardware articles are 
probably the cheap pocket knives, inferior quality com- 
bination tool sets and small woodenware kitchen outfits. 
According to reports, the cutlery and tool sets seem to be 
giving only fair service. 





$13.25 per doz. net; 344 to 4% Ib., $13.75 
per doz. net; 4 to 5 Ib., $14.25 per doz. net; 
4, to 5% Ib., $14.75 per doz. net; 5% Ib. 
solid, $15.50 per doz. net. 

Flint edge Rockaway pattern axes, 3 to 
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$15.75 per doz. net; 4 to 5 Ib., $16.25 per doz. 


net. 

Connecticut pattern axes, 3 to 3% Ib., $15 
per doz. net; 3% to 4 Ib., $15.50 per doz. 
net; 4 to 5 lb., $16 per doz. net. 

Hatchets, full polished. half and shing- 
ling, No. 1, $18.80 per doz.; No. 2, $19 per 
oz. 


Bolts and Nuts.—In most sizes and 
shapes this is a very active line. Stocks 
generally are ample, but prices have 
been revised slightly in some items, as 
will be noted in the following tables. 


Jobbers’ quotations, f.o.b. New York: 

Square nuts, 4 in., 1l6c. per lb.; f¢ in., 
15c. per Ib.; % in., 13c. “ey Ib; ye in., 12c. 
per lb.; % in., 11c. per lb.; % in., 10c. per 
Ib.; % in., 9c. per Ib. 

Common carriage bolts, %xé6 in. and 
smaller, 35 per cent to 40 per cent; larger 
and thicker, 35 per cent to 40 per cent. 

Machine bolts % x4 and smaller, 50 
and 10 to 45 per cent off; longer and 
thicker, 50 and 10 to 45 per cent. 

Lag screws, 45 to 50 and 10 per cent. 

Semi-finished hexagon bolts, and 
smaller, 70 per cent; larger and thicker, 65 
per cent. 

Tinners’ rivets, 60 per cent to 50 and 
10 per cent. 

Hexagon machine screw nuts, iron, 40 
per cent to 45 per cent; brass, 4/32 and 
14/20, 75 per cent from new list. 

Toggle bolts, steel bright finish, 75 per 
cent. 

Stove bolts, 75 and 10 to 80 and 10 per 
cent. 

Iron rivets, 50 and 10 per cent’ Solid 
copper rivets, 40 per cent. 

»ck washers, 7 to % in., 70 and 10 per 
cent; } to % in., 60 per cent; }4 to 1 in., 
40 per cent. 


Canning Supplies.—Retailers are be- 
ginning to take on stock in this line, as 
the season is about at hand to sell this 
line to the consumer. Stocks are said 
to be adequate at firm prices. 


Jobbers’ quotations, f.o.b. New York: 

Extension fruit and 100 strainers, No. 0, 
$32 per doz.; No. 2, $2.50 per doz.; No. 3, 
3.25 per doz. Canning racks, $5.50 per 
doz.; Good Luck jar rings, 80c. per gross; 
100d Luck mason jar rubbers, 75c. per 
gross, in 12 gross lots. 

Berry hullers, 35c. doz.; fruit jar 
wrenches, 8bc. per doz.; stainless steel 
knives, $2.75 per doz.; apple parers, $14.50 
per doz. 

Preserving kettles, 
from 2%-qt. to 17-qt. 
from $8.40 to $34.44. Covers for same are 
quoted from $2.40 to $6 

Jar rings, 75c. per gr. 


Cider and Fruit Presses.—This is a 
very active line with both the jobber 
and retailer. Not only is the country 
dealer selling mills and presses, but 
many city hardware merchants have 
placed big orders with wholesale houses. 
Some have reordered in good quan- 
tities. Prices seem firm. 


Jobbers’ quotations, f.o.b. New York: 

Cider Presses—8%x10 in. tub, 1 
screw, weight 50 Ib., $6.25 each; 104% x12 
in. tub, 14 in. screw, weight 70 Ib., 
each; 11%x12 in. tub., 1% in. 
weight 90 Ib., $9.45 each; 13x14 


aluminum, noe | 
in size, are quote 


screw, 
in. tub, 


. at present at firm prices. 
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1% in. screw, weight 125 Ib., $12.25 each; 
berry crusher, weight 20 Ib., $6.15 each. 

Fruit presses, 3 qt., with heavy tin per- 
forated insert, $3.40 each; 6 qt., $4.25 each; 
12 qt. $5.85 each. 


Hay Forks.—This continues to be an 
active line with dealers in rural dis- 
tricts. 

Jobbers’ quotations, f.o.b. New York: 

Hay forks, 2 tines, 5%-ft., bent handle, 
$11.85 per doz.; 3 tines, 4%4-ft., straight 
handle, $11.00 per doz.; 3 tines, 5-ft. bent 
handle, $12.20 per doz. 

Lawn Rakes.—Buying is active in 
this line, with prices firm. Stocks are 
said to be adequate. 

Jobbers’ quotations, f.o.b. New York: 

Lawn rakes, 14 teeth, 3 aluminum bows, 
$7 to $7.37 per doz.; 18 teeth, 2 wooden 
bows, $5 to $5.26 per doz.; 22 teeth, 3 
wooden bows, $6 to $6.32 per doz.; 24 teeth, 
3 aluminum bows, $7.50 to $7.90 per doz. 

Nails.—There is a continued short- 
age for 8 and 20-penny nails, according 
to reports. The nail market is consid- 
ered firm, and buying is fairly active. 
Fair stocks are said to be on hand. 

Jobbers’ quotations, f.o.b. New York: 

Wire nails, $3.35 base per keg. Cut nails, 
$3.90 base per keg. Coated nails, $3 to 
$3.15 base per keg. Wire nails and brads, 
aan lots, 75 and 10 to 80 per cent off 

st. 

Roofing nails, per 100 Ib., $6.30 to $6.55 
for galvanized and $4.55 plain. This applies 
to 1x12. 

Roofing Paper.—As long as building 
continues active there will be a good 
demand for roofing paper. There is 
a very active demand for this material 
Stocks are 
fair. 

Jobbers’ quotations, f.0.b. New York: 

Roofing paper, 35-lb. roll, 79c. per roll; 
45-lb. roll, $1.30 per roll; 58-Ib. roll, $1.70 
per roll. 

Hard felt, 60-lb, standard roll, $1.40 per 
roll; red sheathing paper, 36 in. wide, 500 
sq. ft. in a roll; 25-lb. roll, 65c. per roll, and 
20-Ib. roll, 80c. per roll. 

Rope and Twine.—Buying interest is 
reported to be a little heavier for rope 
and twine, though the market generally 
has a quiet tone. Prices are steady for 
the present, and stocks are adequate. 

Jobbers’ quotations, f.o.b. New York: 

Manila rope, No. 1 grade, 18c. to 19%c. 
per lb. Hardware grade, 16c. per lb. Sisal, 
No. 1 grade, 15c. per lb.; Sisal, No. 2 grade, 
13c. per lb. Bolt rope, 22c. per Ib. 

Lath yarn, 13c, to 15c. per lb. Jute wrap- 
ping twine, 20%c. to 25\%c. per Ib. India 
hemp twine, No. 6, 16c. to 8c. per Ib. 

Rubbish Burners.—This line seems 
to be commanding a fair amount of at- 
tention at steady prices. Stocks are 
adequate. 

Jobbers’ quotations, f.o.b. New York: 


Galvanized wire rubbish burners, with 
heavy iron supports, dipped in asphaltum, 
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20 in. high, 14 in. diameter, weight 11 Ip, 
$30 per doz.; 24 in. high, 15 in. diameter, 
weight 16 lb., $36 per doz.; 30 in. high, 18 
in. diameter, weight 22 Ib., $54 per doz: 
35 in. high, 20 in. diameter, weight 33 Ib.’ 
$72 per doz. All less 5 per cent discount, 


Screws.—With firm prices and fairly 
well balanced stocks, there is a con- 
sistent demand for all kinds of screws, 


Jobbers’ quotations, f.o.b, New York: 

Wood screws, iron bright, flat head, 89 
and 5 per cent; same with round and oval 
head, 77% and 5 per cent; iron blued, flat 
head (add 5 per cent to net amount of in- 
voice), 80 and 5 per cent; iron blued, round 
head, 77% and 5 per cent; brass, flat head, 
75 and 5 per cent; brass, round and oval 
head, 72% and 5 per cent. 

Rolled thread machine screws, stove, iron, 
flat and round, No. 2 and No. 3, 60-10-16 
per cent; No. 4 and larger, 70-10-5 per cent: 
fillister, No. 2 and No. 3, 55-10-5 per cent: 
No. 4 and larger, 60-10-10 per cent. Brass, 
flat and round, No. 2 and No. 3, 55-10-5 per 
cent; No. 4 and larger, 60-10-10 per cent; 
fillister, No. 2 and No, 3, 50-10-10 per cent; 
No. 4 and larger, 55-10-5 per cent. 

Cap screws, 75 and 10 per cent; set 
screws, 80 per cent to 75 and 10 per cent. 

Some jobbers report an extra on wood 
screws of 20 and 5 per cent. 


Shovels and Spades.—The demand 
continues for shovels and spades at 
firm prices, Adequate stocks are re- 
ported. 

Jobbers’ quotations, f.0.b. New York: 

Fourth grade long handle shovels, round 
and square point, $11 per doz. 

D handle, round and square point shovels, 
$11 per doz.; D handle spades, $11 per doz. 

Steel Barrows.—Jobbers report a 
strong demand with firm prices. From 
some wholesale houses come the re- 
ports of broken stocks. 

Jobbers’ quotations, f.o.b. New York: 

Steel contractors’ barrows, with wooden 
frame, 3 cu. ft. capacity, $63.75 per doz. 
Concrete barrows, steel tray with wooden 
handles 3% cu. ft. capacity, $84 per doz. 
Tubular steel barrow, 3 cu. ft. capacity, 
$102 per doz.; 4% cu. ft. capacity, $111 per 
doz.; 6 cu. ft. capacity, $154 per doz. 

Stove Pipe—A little later in the 
season it is thought that this will be a 
real active line. Current interest is 
fair. There is considerable talk in the 
local market of possible advances. 


Jobbers’ quotations, f.o.b. New York: 
Black iron stove pipe, No. 28 gage, 12 
lengths in a bundle, 4 in., $1.40 to $1.60 per 
doz. lengths net; 4% in., $1.55 to $1.75 per 
doz. lengths net; 5 in., $1.75 t 
doz. lengths net; 5% in., $2.00 
doz. lengths net; 6 in., $2.25 to $2.50 per 
doz. lengths net. 


Window Glass.—There seems to be 
some shortage according to reports. 
The demand for window glass is quite 
active at strong prices. 


Jobbers’ quotations, f.o.b. New York: 

A single, 84 per cent; B single, 86 per 
cent; A double, 85 per cent; B double, 88 
per cent. List of March 1, 1913. 


Strikes Are Affecting Hardware Markets 


R EPORTS from most of the princi- 
pal market centers show that the 
hardware industry is feeling the effects 


of the coal and railroad strikes in 
shortages of merchandise, stiffening 
prices and increasing demands for or- 
dinary staples. 

In the Pittsburgh district the strikes 
are said to be responsible for the cur- 
tailment of production at many of the 
steel mills. Some of the leading nail 
and wire mills are reported to be from 
eight to ten weeks behind on deliver- 
ies. Price advances were made on a 
few lines of heavy hardware. 


Stocks in the New England section 
are reported as fair, but it is said that 
they are being cut down by repeat or- 
ders. Retail business is good and col- 
lections are prompt. 

The transportation strike in Chicago 
has hurt business. Retailers, however, 
are well supplied with essentials, it is 
said, and rural business is far ahead of 
last year. Stock shortages in several 
seasonable lines are reported in this 
section. 

Activity features the New York 
wholesale market, and dealers are 
showing more interest in placing or- 


ders because of apprehension about 
shortages. 

In the Middle West a good retail 
business is reported and excellent crop 
prospects are forecast. Fall business 
is expected to be very large. 

Local price changes occurred in sev- 
eral of the principal distributing cen- 
ters. Among the general changes an- 
nounced were a 10 per cent reduction 
on some makes of tires, an advance of 
10 per cent on brake lining, a 5 per 
cent advance on hoists and a %-cent 
advance on brass wire, sheets and 
tubing. 
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Office of HARDWARE AGB, 
1505 Otis Building, 
Chicago, Ill., Aug. 5. 


HE walk-out of the entire operat- 
[ix forces of the surface and ele- 

vated lines on Aug. 1 left the work- 
ing people of Chicago nearly helpless. 
Steam lines doubled their transporta- 
tion and included many extra stops. 
Automobiles and trucks were the only 
conveyances available for the majority 
of people. It is estimated that the 
working day of every person in Chi- 
cago was lessened an hour due to the 
slow and inadequate transportation. 
Business of a retail nature was prac- 
tically paralyzed in the down town sec- 
tions due to the inability of customers 
to get to work. 

The Pageant of Progress which just 
opened was seriously affected by the 
strike on account of the difficulty of 
getting to the Municipal Pier and the 
remaining at home of large numbers 
of out-of-town visitors and buyers who 
would not come in as long as the trans- 
portation system was tied up. 

The hardware business continues to 
boom along and the jobbers were not 
materially affected by the strike except 
their working days were cut short. 
Their own transportation systems for 
delivery enabled them to keep the city 
merchants supplied and in a large 
measure moved their help to and from 
their homes. The country business 
continues very good for this time of the 
year and still runs ahead of last year’s 
records. 

Price tendencies are still very firm 
and no signs of a reduction of any kind 
are apparent. The steel mill output 
was lower in Chicago last week. The 
leading interest produced at 78 per 
cent capacity as against 84 per cent 
the week before. Some furnaces at 
most of the mills in this section have 
been banked. The fuel and labor situ- 
ations, together with shortage of cars, 
have combined to make for lower pro- 
duction. Very little business is being 
placed with the mills due to their sold- 
up conditions. There is a willingness 
to pay a premium for prompt delivery 
but the mills are taking care of pres- 
ent orders and are not moving the 
higher priced orders ahead of the regu- 
lar run. Building permits are still 
being issued in large numbers although 
the value is not running as high as 
formerly. There are not a great many 
permits being secured for large jobs 
as a good part of this work is either 
already scheduled or in production. 
The uncertainty of conditions has also 
had an effect on the size and value of 
the permits. 

The volume of business in this terri- 
tory as measured by the average 
weekly debits to individual accounts at 
clearing house banks in twenty-four of 
the leading cities in this district was 
larger in June than in any month since 
January, 1921. 

Local price changes were few this 
week and those that were made were 


HARDWARE AGE 


CHICAGO 


small advances. There is still some 
shortage in various seasonable lines. 
Future orders continue to come in good 
volume. 

Ammunition.—Orders for fire arms 
and ammunition are now specifying 
immediate delivery. The future busi- 
ness which has been shipped was un- 
usually heavy. Factories are _ not 
shipping as promptly as they were a 
few weeks ago. 


Automobile Accessories.—Sales are 
showing a steady increase. No tend- 
ency to slow up has been noted. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 46 Reliable jacks, $2.65 each; 
lots of 10, $2.25 each; twin-cylinder foot 
pumps, $1.35 each; doz. lots, $15; Simplex 
jacks, No. 36, $1.75 each, doz. lots each 
$1.60; Weed chains, single lots, 25 per cent 
discount, doz. lots 33 1/3 per cent discount: 
gray inner tubes, 30 x 344, $1.25 each; red 
inner tubes, 30 x 3%, $1.65 each; Bethlehem 
spark plugs, 36c. each; Bethlehem spark 
plugs, mica type, 60c. each; Bethlehem 
spark plugs, standard porcelain type, 58c.; 
Splitdorf plugs, 58c. each; lots of 100, 56c. 
each; Splitdorf plugs, special for Fords, 
50c. each; lots of 100, 48c. each; Champion 
X! plugs, 45c. each; lots of 100, 41c. each; 
Champion O plugs, 53c. each; lots of 100, 
50c. each; Hercules Giant, 60c. each; Her- 
cules Junior, 35c. each. 

Axes.—Orders are still being placed 
for fall delivery. Prices were recently 
reduced to the following market basis. 

We quote from jobbers’ stocks, f.0.b. 
Chicago: First quality single bitted un- 
handled axes, 3 to 4 Ib., $10.50 doz. base; 
double bitted, $15.50 doz. base; good qual- 
ity black unhandled axes, same weight, 
single bitted, $9.50 doz. base; single bitted 
handled axes, $11.25 to $18.50 per doz. ac- 
cording to quality and to grade of handle. 

Bolts and Nuts.—Sales are good and 
some makers claim that bolts will be 
very scarce before long. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Large carriage bolts, 50-5 per 
cent off list; small carriage bolts, 60 per 
cent off list; large sized machine bolts, 50- 
10-5 per cent off list; small sized machine 
bolts, 60-10 per cent off list; all stove 
bolts, 75-10 per cent off list; all lag screws, 
60 per cent off list. 


Builders’ Hardware.—No volume of 
stock can be maintained and it is harder 
than ever to get deliveries. Manufac- 
turers are from two to three months 
behind on orders. 

We quote from jobbers’ stocks, f.0.b. 
Chicago: 3% x 3% steel butts, old copper 
and dull brass finish, in case lots, $2.64 
doz. pr.: 4 x 4 steel butts, old copper and 
dull brass finish, in case lots, $4.20 doz. 
pr.; heavy bevel steel inside sets, case lots, 
$6.00 doz.; steel butt, keyed front door sets, 
$1.40 per set; wrought brass bit keyed 
front door sets, $2.50 per set; cylinder front 
door sets, $6.50 per set. 

Chains.—Factories report themselves 
very busy, with prices low and showing 
firm to strong tendency. Weldless 
types of chains have had a very active 
sale. 

We quote from -jobbers’ stocks, f.0.b. 
Chicago: %-in. proof coil chains, $8 per 100 
lb.; weldless coil chains, 50-10 per cent off 
list; No. 00, 4% electric welded cow ties, 
$2.65 per doz. 

Cider-Fruit Presses—Factories are 
being crowded to fill orders, due to the 
large fruit crops. 

Copper Rivets and Burrs.—Demand 
is unusually good. These goods are 
selling close to pre-war basis and are 
considered low, with advance probable. 

We quote from jobbers’ stocks, f.0.b. 
Chicago: Copper rivets and burrs, 50 per 
cent discount. 


Cutlery—Sales on all grades con- 
tinue to show improvement. 


Eaves Trough and Conductor Pipe— 
Demand is very active and higher prices 
are being asked by some manufactur- 
ers. Local prices firm but unchanged. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: 29 gage, 5-in. lap joint eaves 
trough, $4.30 per 100 ft.: 29 gage, 3-in. 
corrugated conductor pipe, $4.50 per 100 
ft.; 3-in. corrugated conductor elbows, $1.36 
per dozen. 

Files.—The demand is still strong and 
prices remain firm. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: American files, 70 per cent off 
list ; Nicholson files, 50-10-10 per cent off 
list ; Disston files, 50-10-10 per cent off list; 
Black Diamond files, 50-10 per cent off list. 

Fireless Cookers.—The demand is 
showing a steady increase and sales 
are ahead of last year. 


Food Choppers.—The demand has 
been very good with increased cost of 
raw material and higher operating 
costs; lower prices seem to be an im- 
possibility this year. Fall business 
should be brisk. 

We quote from jobbers’ stocks, 
Chicago: Universal, No. 0, $12.15; 
$15.00; No. 2, $18.20: No. 3, $24.30. 

Galvanized Ware.— Conditions are 
unchanged, with prices tightening with 
prospect of coal shortage. Extreme 
prices are being withdrawn by distribu- 
tors, as their low-priced stocks are ex- 
hausted by the continuous heavy buying 
of retailers. 

We quote from jobbers’ stocks, 
Chicago: Competition galvanized 
pails, 8-qt., $1.75 doz.; 10-qt., 
12-qt., $2.20 doz.; 14-qt., 32. 
vanized wash tubs, No. 1, 
$6.25; No. 3, $7.35 doz, 

Glass and Putty.—Sales are quieter, 
but there are prospects for greater in- 
creases in demand with the approach of 
late summer and early fall. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Single strength A and _ single 
strength B, up to 25-in. bracket, 86 per 
cent off. Single strength A and single 
strength B, over 25-in. bracket, 85 per cent 
off. Double strength A, all brackets, 85 per 
cent off. Double strength B, all brackets, 
87 per cent off. Putty in 100-Ib. kits, $3.65; 
commercial putty, $3.60; glaziers’ points 
Nos. 1, 2 and 3, cne doz. packages, 65c. 

Hammers.— The demand remains 
steady and the volume of sales is good. 
There are no price changes reported. 

We quote from jobbers’ -stocks, f.o.b. 
Chicago: No. 11% first quality nail ham- 
mers, $12 per doz.; competitive forged nail 
hammers, $6 to $9 per doz.; cast steel ham- 
mers, $4 per doz. 

Hatchets.—The demand is steadily 
better and is especially good on the 
popular priced goods. No recent change 
in prices has been noted. 

We quote from jobbers’ 
Chicago: Size 2, extra quality, broad 
hitehets, $16 per doz.; competitive grade, 
$12 coz.; warranted shingling hatchets, $12 
doz.; competitive forged shingling hatchets, 
$8 doz. 

Hickory Handles.—Prices on this 
market are exceptionally favorable, 
which insures continuance of the un- 
usually good demand. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 1 hickory axe handles, $3 doz.; 
No. 2, $2 doz.; finest selection second 
growth white hickory, $6 doz.; special 
second growth white hickory, $4.50 doz.; 
No. 1 hatchet and hammer handles, 80c. 
doz.; second growth hickory hatchet and 
hammer handles, $1.20 doz. 


f.o.b. 
No. 1, 


f.0.b, 
water 
$1.95 doz.; 
45 doz.; gal- 
$5.65; No. 2, 


stocks, f.o.b. 





a ih SESE epee PEER TR Etta, 


Wiscathinss aloe 


84 


Ice Cream Freezers.—Sales continue 
to be good. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: White Mountain, 1 qt., $2.45 each; 
2 qt., $2.85 each; 3 qt., $3:45 each; 4 at., 
$4.15 each; 6 qt., 25 each; 8 qt., $6.75 
each; 10 qt., $9 each; 12 qt., $10.80 each, 
Improved Arctic, 1 qt., $1.90 each; 2 qt., 
$2.29 each; 3 qt., $2.72 each; 4 qt., $3.40 
each; 6 gt., $4.30 each: 8 qt., $5.55 each. 

Ice Skates.—Dealers are sending in 
orders for fall delivery for large quan- 
tities, remembering the difficulty they 
had last season in getting deliveries. 
There is an increase in sales on skating 
outfits for skates with shoes attached. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Key clamp rocker, men’s and 
boys’, bright finish, 70c. per pair; key 
clamp hockey, $1.03 per pair; half key clamyp 
hockey, women’s and girls’, 96c. per pair; 
half key clamp hockey, women’s and girls’, 
$1.26 per pair. 

Nails.—Sales are holding up steadily 
and are exceedingly good for this time 
of year. While stocks are in good con- 
dition now, a shortage may develop. 
However, no local distributor has yet 
forced any serious shortage. Nothing 
new has been reported in the price situ- 
ation. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Common wire nails, $3.10 per keg 
base. 

Oil Stoves.—Sales are still showing a 
remarkable increase. Displays and ad- 
vertising are making money from these 
lines this kind of weather. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: 2-burner, less shelf, $10.85 each; 
3-burner, less shelf, $14.25 each; 4-burner, 
less shelf, $18 each; 2-burner, shelf, $3.50 
each; %-burner shelf, $4.25 each; 4-burner 
shelf, $5 each. 

Ovens.—Portable ovens for oil and 
gas stoves have been in exceptionally 
heavy demand. Stocks are in good con- 
dition. 

Paints and Oil.—Paint sales usually 
show a slower tendency at this time of 
year, but continue to be much better 
than other years. Turpentine has been 
reduced 3 cents per gal. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Raw linseed oil, 1 to 4 barrels, 
$1.02 per gal.; boiled linseed oil, 1 to 4 
barrels, $1.05 per gal.; raw linseed oil, 5 
barrels or more, 98c. per gal.; boiled lin- 
seed oil, 5 barrels or more, $1.00 per gal., 
less 1 per cent ten days. Turpentine, $1.40 
per gal. (in barrels); denatured alcohol in 
barrels, 40c. per gal.; strictly pure white 
lead, 100 Ib. kegs, 124c. per lb.; 50 Ib. kegs, 
12%c. per lb.; dry paste in barrels, 6c. per 
lb.; pure white shellac, 4 Ib. goods in gallon 
cans, $4.75 per gal.; pure orange shellac, 


Office of HARDWARE AGB, 
410 Unity Building, 
Boston, Aug. 5. 

ISTRIBUTION of hardware in this 

territory the past week has been 
up to the previous week’s standard. In 
shelf hardware some slowing-up is 
noted largely due to the fact that all 
salesmen employed by one of the lead- 
ing jobbing houses are on vacations. 
The falling off in this case, however, is 
not as heavy as might be expected, be- 
cause retail firms are sending in by 
mail orders for whatever is urgently 
needed. The machinists’ supplies 
houses and the heavy hardware con- 
cerns are making up for any deficiency 


HARDWARE AGE 


4 Ib. goods in gallon cans, $4.25 per gal.; 
English venetian red, in barrels, $3.50 and 
$6.75 per ecwt. 

Radio.—Sales are slow during hot 
weather, but demand is very great con- 
sidering the small amount sold last 
year. Jobbers are building up their 
stocks, believing that a very great de- 
mand will start in September. 

Roofing.—Sales have been very sat- 
isfactory, due to building activities and 
repair work. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Best grade slate surfaced pre- 
pared roofing, $1.85 per square; best talc 
surfaced, $2.25 per square; medium talc 
surfaced, $1.60 per square; light tale sur- 
faced, 90c. per square. 

Rope.—Sales are quite active and 
prices firm and unchanged. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Highest quality manila _ rope, 
standard brands, 17\%c. to 18%c. per Ib.; 
No. 2 manila rope, l6c. to 16%c. per Ib. 
base; so-called hardware grade manila 
rope, 12%c. per Ilb.; No. 1. sisal rope, 
highest quality standard brands, 14'%c. to 
15%c. per lb. base; No. 2 sisal rope, stand- 
ard brands, 13c. to 14c. per Ib. base. 


Sash Cord.—Local prices advanced 
again this week, due to factory :ad- 
vances. 


Ws quote from jobbers’ stocks, f.o.b. 
Chicago: No. 7 sash cord, standard brands, 
$8.50 doz. hanks; No. 8 sash cord, stand- 
ard brands, $9.80 doz. hanks. 


Sash Weights.—Local prices ad- 
vanced to $2 per ton last week. The 
volume of orders is ahead of the sup- 
ply. 

We quote from jobbers’ siccks, f.o.b. 
Chicago: Sash weights, per ton, $38. 

Screws.—The new lists were printed 
in HARDWARE AGE, July 6. They show 
advances on smaller sizes and reduc- 
tions on larger sizes. Sales are very 
good. The new discounts from the new 
lists are below: 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Flat head bright screws, 81-20 
per cent off new list; round head blued, 
77%-20-5 per cent off new list; flat head 
brass, 75-20-5 per cent off new list; round 
head brass, 72%4-20-5 per cent of new list; 
japanned, 72%4-20-5 per cent off new list. 


Solder and Babbitt Metal.—Sales vol- 
ume is good and market is still high, 
both on lead and tin. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Warranted 50-50 solder, $23 per 
100 lb.; medium 45-55 solder, $22 per 100 Ib.; 
tinners 40-60 solder, $21 per 100 Ilb.; high 
speed babbitt metal, $18 per 100 lb.; stand- 
ard No. 4 babbitt metal, $8.50 per 100 Ib. 


Sporting Goods.—Dealers are placing 
their orders early this season for their 
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in the aggregate volume of distribu- 
tion. 

Because the railroad and coal strikes 
have continued longer than anticipated, 
and because of the growing feeling that 
perhaps there will be a real shortage 
in some lines of hardware this fall and 
winter, jobbers are carefully looking 
over stocks with a view to bolstering 
up the weak spots. As a rule the shelf 
hardware jobbers are carrying fair 
stocks, but on certain items the load 
has been pruned down to a compara- 
tively narrow margin. Mill supply 
firms are fairly well off for stock, ex- 
cept on lines dealing directly with ra- 
dio construction. Some stocks of heavy 
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requirements for footballs and other 
fall sporting goods. Orders for ice 
skates and ice skating outfits are also 
coming in freely. There is a growing 
tendency for camp outfits for tourists 
and the camp stove business is showing 
a large increase this season. 


Steel Goods.—Sales of hay and head. 
er forks are heavy and stocks are get- 
ting low. Some jobbers are temporar- 
ily out of a few leading items. 


Steel Sheets.—Mills are very busy 
and prices are strong. Good orders for 
stock sizes can obtain figures somewhat 
below the general market figures, which 
follow: 


We quote from jobbers’ stocks, f.o.b, 
Chicago: 28 gage galvanized sheets, $5.45 
oer 100 'b.; 28 gage black sheets, $4.45 per 
100 Ib 


Stove Pipe and Elbows.—Shipments 
have been made to the trade in liberal 
volume on early fall orders. Prices were 
recently advanced about 5 per cent. 

We qucte from jobbers’ stocks, f.o.b. 
Chicago: 6-in., 31 gage, $9.75; 30 gage, 
$11.25; 28 gage, $13.00; 26 gage, $15.00; 
6-in. elbows, 30 gage, $1.15; 28 gage, $1.30; 
26 gage, $1.55 per doz. 

Washing Machines.—Sales continue 
to show an improvement every month 
this year. Production is on a large 
scale. 

Wheel Barrows.—Sales are fair— 
prices still unchanged, but strong. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Tubular handle, all steel barrows, 
$6.50 each; Angle leg contractors’ barrows, 
$5.50 each; Angle leg garden barrows, $4.50 
each; Competitive steel tray barrows, $4 
each. 

Wire Goods.—Business on all of these 
lines is very satisfactory. Most of the 
business on these lines is of a pick-up 
nature during the summer months. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 8 black annealed wire, $2.85 
per 100 lb.; galvanized barb wire, $3.75 per 
100 lb.; poultry netting, 56 per cent off; 
galva.ized after weaving, 51 per cent off; 
catch weight spool galvanized cattle wire, 
$3.75 per 100 Ib.; 80-rod spool galvanized 
hog wire, $3.27 per spool: No. 8 galvanized 
plain wire, $3.35 per 100 Ib. 

Wrenches. — Sales continue normal 
and the volume is considered good. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Agricultural wrenches, 60-10 per 
cent; engineers’ wrenches, 40 per cent; 
knife handles, 50-10 per cent. 


Wringers.— Sales continue to be 
good. Prevailing quotations are 50 
cents off Lovell’s lists. 


hardware remain unbalanced even after 
months of adjustment, but in general 
stocks are in good condition. The 
heavy hardware interests say that 
many good sized inquiries are begin- 
ning to develop into real business, and 
the trade thinks that perhaps it is 4 
good time to order more freely for fall 
delivery, especially now that mill rep- 
resentatives are backward in accepting 
such business. 

In the retail hardware field things 
are running along fairly well. Bus!- 
néss is up to or better than that for 
the average of years, and people are 
paying their bills a little more prompt- 
ly. One of the chief criticisms retal 
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hardware dealers have of themselves, 
however, is that they allow outstand- 
ing accounts to run along too long. 
This policy, they say, often works a 
serious handicap; is easily correctable 
and in the long run has little visible 
effect on yearly gross returns. The 
average retail stock is uneven. That 
is, on standard hardware lines stocks 
of some things are ample and on others 
below normal. On seasonable lines the 
trade collectively have been fortunate 
enough to clean up quite well, and the 
carryover on goods sold in summer 
probably will be small. 
Ammunition.—The accumulation of 
ammunition orders for fall delivery in 
local jobbing hands is increasing. Most 
of the largest retail distributors have 
covered their requirements, say the 
jobbers, but the rank and file of the 
trade are placing business slowly. To- 
ward the end of the month, however, 
the buying movement should be in full 
swing. The retail carryover from last 
season was comparatively unimportant. 
We quote from Boston jobbers’ stocks: 
Ammunition.—Loaded shells, 25 and 1 per 
cent discount; rim fire cartridges, 25 per 


cent discount; center fire cartridges, 18 per 
cent discount. 


Automobile Accessories—One of the 
leading manufacturers of brake lining 
is out with a new list which shows an 
average advance in prices of 10 per 
cent. It is intimated by the other mak- 
ers that they will shortly take similar 
action. Prices on tires have been reduced 
10 per cent, a fair average, chiefly, how- 
ever, on cord stock. Otherwise lead- 
ing accessory sellers are quoting as 
heretofore. Retail hardware firms, who 


make it a business to push accessories,’ 


report encouragingly. The demand, 
they say, is quite general, although a 
few items, notably illuminated stop sig- 
nal lamps, are having a big sale, These 
lamps are located on the rear of a ma- 
chine and are about as useful in day- 
time as at night. Jobbers’ sales of ac- 
cessories have let up somewhat due to 
the inability of distributors to get cars 
from manufacturing plants, one of the 
results of the railroad strike. For in- 
stance, the local Ford assembling plant 
recently was obliged to remain closed 
two days because it was unable to get 
cars from the West. 


Axes.—New England states are put- 
ting into motion the machinery for con- 
trolling the distribution of fuel supplies 
this fall and winter. That means that 
the governors and others higher up an- 
ticipate an inadequate supply of coal. 
It also means that the fellow who owns 
a woodlot is a lucky man, for he is go- 
ing to get back a lot of the money he 
has been paying in for taxes on this 
land through the sale of wood to people 
who cannot get enough coal to keep 
warm. In the so-called rural districts 
it is a foregone conclusion that, with 
the price of coal as high as it is and 
likely to go higher, people will consume 
abnormal amounts of wood. The more 
wood sold and consumed means more 
axes will be sold, which is where the 
retail hardware dealer comes in. 


We quote from Boston jobbers’ stocks: 
Single bit axes, first quality, without han- 
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dles, $11.50 per dozen; double bit axes, 
without handles, $16.50 per dozen; single 
bit axes, with handles, $15 per dozen. 


Blacksmith Supplies. — A falling off 
is noted in the movement of blacksmith 
supplies out of local stocks. For a time 
last month business was brisk, say the 
jobbers, but it has dropped down to 
minimum proportions. The lull, how- 
ever, is considered temporary, and a 
gradual gathering of headway in distri- 
bution is anticipated late this month. 
Prices are reported as firm and un- 
changed throughout the list. 





We quote from Boston jobbers’ stocks: 

Anvils.—Standard makes, l6c. per Ib. 

Axles.—Square bed, drawn bed and one- 
piece, under 2%-in., lle. per Ilb.; square 
bed, drawn bed and one-piece, 2%-in. and 
3-in., 10c. per Ib., coach bed axles, 11'%c. 
per lb. 

Springs.—Common wagon and carriage 
springs, 12c. per lb, base. 

Horseshoes.—We quote from jobbers’ 
stocks: Standard makes in 100-lb. kegs to 
dealers in Maine, New Hampshire, Ver- 
mont, Massachusetts and Rhode Island 
points, $7 per keg base. 3ase prices are 
for No. 2 or larger. To Connecticut black- 
smiths and consumers the base price is 
$6.75 per 100 lb. keg. No freight is allowed 
on store shipments. 

Fancy Shoes.—Side weight, $11.50 per 


keg; track side weights, $11.75; toe weights 


$10.25; steel shoes, $8.75; toe creased, $7.25; 
side wear, $9.25; calked, $9.25; extra light 
calked, $9.75; iron countersunk, $7.75; steel 
countersunk, $9.50; tips, $8.75: light driv- 
ing, $8.75: featherweights, $8.75; all as- 


sorted shoes, 50c. per keg extra. 

Welded Toe Calks.—Dull, $2 
sharp, $2.25; blunt heel, $2.25: 
$2.50. 

Nails.—Horseshoe, Reliance and Brighton, 
Crown and Leader, No. 5, $5.90 per keg; 
No. 6, $5.25; No. 7, $5.05; No. 8, $4.85; Nos. 
9, 10 and 11, $4.65. 

Brass.—An advance cf % cent a 
pound is reported on brass wire, sheets, 
rods and tubing. The advance, it is re- 
ported, is based on the higher prices for 
copper metal and on a continued good 
demand largely originating from manu- 
facturers of radio appliances. 

Chain.—There is, perhaps, a better 
movement of chain out of Boston, but 
the market remains a long way from 
active, and little impression has been 
made on local stocks the past fortnight 
or three weeks. It is hoped, however, 
the long deferred buying movement is 
under way. Jobbers figure that retail 
stocks by this time must be down to 
narrow limits. 


We quote from Boston jobbers’ stocks: 
Proof coil self colored chain in cask lots, 


per box; 
sharp heel, 


fe-in., $12.80; -in., $11.55; fe-in., $10; 
3-in., $8.45; fe-in., $8.10; %-in., $7.80; 
&-in., $8.45 per 100 Ib. 


Footballs.—Jobbers are beginning to 
rush the retail trade on footballs. So 
far results have been quite satisfac- 
tory. Prices were made in June by 
the manufacturers, and there is noth- 
ing which indicates a change will be 
made. Contrasted with last year some 
footballs remain unchanged, while oth- 
ers are slightly higher and still others 
somewhat cheaper. Bladders are con- 
siderably cheaper. Last year was a 
big year for footballs in the hardware 
trade. In another month or so children 
will be back in school and before then 
newspapers will contain pictures and 
stories of college men out for the teams. 
Young brothers naturally will catch 
the fever and footballs will begin to 
move out of retail hands. 


We quote from Boston jobbers’ stocks: 

Footballs.—No. 910 (boys’). $9 per doz.; 
No. 910P, $14: No. 900C, $20; No. 9008S, 
$33: No. 900, $48. 
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Bladders.—Extra bladders, $3.38, 
and $5 per dozen, according to size. 


Galvanized Ware.—Orders for gal- 
vanized ware, to be delivered a little 
later, are beginning to accumulate in 
jobbers’ hands, and a moderate amount 
of stock, more particularly pails and 
garbage cans, is being moved daily. 
The retail trade in general, however, is 
inclined to buying in a hand-to-mouth 
manner because of the unsettled condi- 
tion of prices. Just about the time 
the retail trade makes up its mind that 
the market has settled down to a steady 
basis, manufacturers announce a fur- 
ther drop in list values, which in turn 
is reflected in jobbing quotations. It 
would appear, according to jobbers, that 
the market has thoroughly discounted 
the situation. 


$4.50 


We quote from Boston jobbers’ stocks: 

Ash Cans.—Galvanized, No. 04118, $2.75 
each; No. 109, $4.25 each. 

Coal Hods.—Japanned, with wood han- 
dles, 15-in., $3.16 per doz.; 16-in., $3.40; 
17-in., $3.75; galvanized, with wood han- 
dles, 15-in., $4.34; 16-in., $4.80; 17-in., 
$5.16; 18-in., $5.60, 

Pails.—Kight-qt., $2 per doz.; 10-qt., 
$2.20; 12-qt., $2.35; 14-qt., $2.80: heavier 
pails, 40 lb. to the doz., $3.66; 50 ib. to the 
doz., $4.70. 

Tubs.—Galvanized,- No. 200, $10.54 per 
doz.; No. 300, $11.75 

Garbage Cans.—Galvanized, No. 1, $1.68 
per doz.; No. 2, $1.48: No. 4, $1.08. 

Refrigerator Pans.—No. 2, $4 per doz.; 
No. 3, $5 per doz. 


Hack Saws.—Business in hack saw 
blades has been more active the past 
month than it has been before in a 
long time, according to the wholesale 
firms. Stocks, which heretofore were 
considered excessive, have been pruned 
down considerably, and the whole situa- 
tion is encouraging. From various re- 
ports received, it appears that jobbers 
are less inclined to stretch a point in 
discounts, although there still remains 
quite a range. 


‘We quote from Boston jobbers’ stocks: 
Hack Saws.—Standard makes, in full 
packages, 331%, to 35 per cent discount: 
broken packages, 25 per cent discount: 
stock in gross lots or larger, 30 and 10 per 


cent to 40 per cent discount. 

Hockey Sticks.—Although the vol- 
ume is unimportant up to date, it is en- 
couraging to ndte that some of the 
large retail houses in this territory are 
beginning to place business for deliv- 
ery later in the year. A tremendous 
amount of hockey sticks were sold last 
year in New England, and the field of 
consumption was not scratched. Retail 
stocks, carried over, are small, and 
there is no reason to believe that young 
America has lost the hockey fever ac- 
quired last winter. For that reason 
jobbers take a hopeful view of the out- 
look. 

Hoists.—The Yale & Towne Mfg. Co. 
has announced a 5 per cent advance in 
its line of hoists. Other manufacturers, 
it is generally believed, will shortly 
take similar action. Local jobbers’ 
prices have been adjusted. 

Hot Plates.—A large number of hot 
plates have sold in New England this 
year, and unless all signs fail no let up 
in the demand is in sight. One Maine 
retail dealer so far this year has sold 
2000 of these plates. Producers have 
recently advanced prices 5 per cent and 
jobbers have revised their quotations. 
There is a fairly wide range of prices 


Mill and 


BARS—CR 
Steel Growers, 4 4 ft. 1 72¢; 
esto % . $1.05; °F ! 18 


Pinch Bers, Pi e pod lb. $1.60; 
2ft. 75¢; 2% f 

wenine CoA TEER 
From No. 1 Oak Tanned Butts. 
Belting, Ex. Hvy., 18 02..35% 
Belting, Heavy, 16 oz 0% 
Belting, Medium, 14% 02..40% 
Belting, Light, 13 oz 50 
Second lity, Sides 

Second Quality, Shoulders. .60% 
Cut a eyed Lacing, Stricti - 


B. ¥- Lacing Sides, Ae - 

t+. Raw Hide, 

side 17 sq. ft. aa an. ” 47¢ 
Useder 17 sq. oe poeene dene +. 45¢ 

Ra 

Competition = Grade) 30810% 
Stendard 40&10% 
Best Grades 
BLOCK S—Tackle— 
Common Wood 


oO 
Carriage, Machine, &c.— 
Common Carriage (cut thread): 
% « 6, and smaller... .60&5% 
Common Carriag e (rolled 
thread): 
% « 6, and smaller... .40-10% 
Larger or Longer....40-10% 
Phila. Eagle, $3.00 list....60% 
Bolt Ends, H. P. N 0 
Machine (cut thread): 
* 4, and smaller.... 
rger or Longer 
DRESSING—Belt— 
Liquid im gal. cans, gal. .$3.00 
DRILL AND DRILL 
sTOcCKSs— 
Twist, Bit Stock 
Twist, Taper and 
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Hardware Supplies Prices— August 7, 1922 


HAMMERS AND 
SLEDGES— 

Hammers 

Sledges 


OILERS— 


Stee, Copper Plated 

Chace, Brass and Copper.. 
Railroad, coppered.......-- 
Chace, Zinc 40-10% 
Railroad, brass 20&5 % 


PICKS AND MATTOCKS— 
Railroad 
Contractor's Picks 
40% Discount 
ROPE— 
Eastern pat Trade. Per Ib. 
Manila, % in. diam. and larger: 
Highest Coals. .18%¢ Ib. base 
Second Grade b, base 
Hardware Grade 
Sisal, % in, diam. and spa 
Highest Grade ..........23¢ 
Second Grade 20¢ 
Sisal, Hay, Hide and ‘Bale "Ropes, 
Medium and Coarse: 
por A Quality, 23%4¢; second 
20%¢ 


Cotton Rope: 
Best 5/16-im, and larger, 
50¢ to 60¢ 
Medium, 6/16-in. and a, 


7 
Third Gr., 5/16-in. and 
ead cocescscocete @ 466 


. KY-in. and up 
ein and up.. “ishe 


SAWS AND FRAMES— 
Hack 


Saw Frames— 


Iron, per dos $3. 
Steel, adj., 8 to 12 in., per doz., 
$8.64 


Steel, adj., steel hdle., per doz.,. 
sfsis 


Star H. S. 8.12 
Adj, Beier s per dos. aT 12 


SCREWS— 
Coach. tag and Jack— 
Coach, Gimlet Point 50-10% 


ck Screws— 
pe. EAD. ccvccrvcesccOem 
Machine— 
Cut Thread Iron, 
Flat Head or Rownd Head, 
50&10% 
Fillister or Oval Round Head, 
50&10% 


Fillister or Oval Heed.40&10% 
Rolled Thread Iron, F. H. or 
R. Hi. 75-10% 
Fillister or Oval Head..80% 
Rolled gag Brass: 

F. H. or R. H 


“60% 
Set and Cap— 


Flat Head, Iron 
Set (Steel) net advance 7“ 


. Pp 
¥%” and smaller 
%” and larger.... 
Filkster Head Cap 
Wood 
Flat Head Iron....80-5 & 20-5% 
Round Head, Iron 
774%-5 & 20-5% 
Flat Head, Brass..75-5 & 20-5% 
Round Head Bren. 
& 20-5% 


Flat Head, Bronee. 58810810% 
Round Head, Bro 
5254 &10810% 


me. 5. Rid Taps, No. 2 i 
12 50-10-54 
M. S. ‘Teer "Taps, larger .45-5% 


W ASHERS—Cast— 
Over \%-inch, barrel lots, per 
100 Jb. 6.25 


Iron and Steel 


Size Bolt... ts % 
Washers $9.75 Ss 5 


7.00 
WRENCHES— 
Agricultural ...... cece 
iy or Crocodile. 
Drop Forged S 
Stillson pattern 60&5% 
Genuine Walworth Stillson, 

62 


METALS— 
T 


Copper— 


Electrolytic 
Casting 


Spelter — Sheet Zinc— 
Western spelte 6% @T¢ 
Sheet Zinc, No. 9 base, cast 
9¢ open 9%4¢. 
Lead— 
American Pig. _ Ib. 74 one 
Bar, Per Ii ¢ 


Prices on solder indicated by 
private brand vary according te 
composition. 

Babbitt Metal— 


Best grade, per Ib 
Commercial grade, per Ib. . 





Straight— 
Shank 


50% 
Wire Gauge Jobbers’ and R. S. 
Blacksmith 7 
Brace Drills for Wood 
EMERY—Tarkish— 

Out of market at present time. 
Domestic, 11¢ 


at S, DIES AND 
Ps— 


Sets 
Hand tL Y%utoK 
7/16 % 


H% t 
Hand "reps, smailer than yj 


00000 04% 


Antimony— 
Asiatic, per Ib 6% @b6%Xe 


Aluminum— 
No. 1 Aluminum (guaranteed over 
99 per cent pure), in ingots for 
remelting, per lb 5@27¢ 








on these goods, according to the make, 
but the following are fairly representa- 
tive, 

We quote from Boston jobbers’ stocks: 

Hot Plates.—In less than dozen lots, $1.45 
each; in dozen lots. $1.40 each; in three 
dozen lots, $1.35 each. 

Ice Skates—Encouraging reports 
are issued regarding the forward busi- 
ness in ice skates. The retail carry- 
over last year was smaller than it has 
been for years, and the average dealer 
admits that prices this year are rea- 
sonable, values considered. Quite a few 
retail dealers have signified their in- 
tention of going into the shoe and 
skate combination bigger than ever this 
winter. 

We quote from Boston jobbers’ stocks: 

Ice Skates.—Boys’ key clamp skates, 75c. 
per pair and upward. Girls’ key clamp 
strap heel skates, $1 per pair and upward. 

Outfit—Welt shoes, hardened _ skates, 
boys’ and girls’, $4.35 per outfit and up- 
ward. 

Iron and Steel.—The recent advance 
in iron and steel prices served to stimu- 
late rather than hurt business. Some 
fairly large tonnages of steel are mov- 
ing out of stock, and inquiries for iron 
are growing more numerous. Jobbing 
stocks are in good condition, generally 
speaking, and prompt deliveries are be- 
ing made, so far as can be ascertained. 


We quote from Boston jobbers’ stocks: 

lron.—Refined, $2.751%4 per 100 Ib. base; 
best refined iron, $4. z ayne iron, $5.50; 
Norway iron, $6 to $6.5 


Steel.—Soft steel bars, $2.751%4 per 100 lb. 
base; flats, $3.401%4; concrete bars, plain, 


stock lengths, $2.90; angles, channels and 
beams, $2.75%; tire steel, $4.15 to $4.50; 
open-hearth spring steel, $4.50 and $6; steel 
oy $3.90; steel hoops, $4.40; cold rolled 
steel, "$3. 50 to $4; toe calk steel, $6. 


Potato Diggers.—Reports coming in 
from country points indicate satisfac- 
tory retail sales of potaté diggers. Job- 
bers have shipped out quite a large 
number of these this year. 

We quote from Boston jobbers’ stocks: 
Potato hooks, five-tine, $10.30 per doz.; six- 
tine, $11.20 per doz. 

Razors.—The market for razors is 
quiet, that for the straight styles be- 
ing especially so. Retail and wholesale 
houses make no secret of the fact that 
stocks are more than ample for public 
requirements. It apparently is a case 
of waiting until some incentive starts 
the ball rolling again. Some standard 
lines of straight razors are offered at 
highly attractive prices in the jobbing 
market. 

Rivets.—All kinds of rivets are mov- 
ing out of stock in a satisfactory man- 
ner. A short time back there was a 
period of inactivity, but the market 
evidently is on its feet again. - Prices 
are reported as being very firm al- 
though not quotably higher. 

We quote from Boston jobbers’ stocks: 

Rivets.—Structural, button head, 2 to 5- 
in. long, %-in. and larger, $4 per keg: 5g. 


in. and 11/16-in., $4.15; %-in., $4.50: to 2- 


in. long, %-in. and larger, $4.75; 5 - of and 


11/16-in., $4.40; ™%-in., $4.75. Cone head, 

boiler quality, 2 to 5-in. long, %-in. and 

; 5e-in. and _ 11/16-in., $4.25; 

1 to 2-in. long, %-in. and 

5g-in. and 11/16-in., $4.50; 

$4.85. Iron rivets, small, 60 per cent 
discount. 


Rules and Levels.—One hears con- 
siderable talk in the wholesale market 
about the possibility of higher prices 
on rules and levels. Certain interests 
believe that manufacturers are selling 
goods at or very close to cost, which is 
perhaps the basis for higher price talk. 
Rules and levels certainly are selling 
better than they were a year ago. 

We quote from Boston jobbers’ stocks: 

Levels.—Stanley Rule & Level Co. line, 
No. 44, bit, 36c. each; No. 41 pocket, $1.61 
per dozen; No. 31, 31% - -in., hexagon, 34c. 


each; No. 3914, mechanics, 60c. each; No. 
36, 12-in., metallic, $1.75 each. 


Sash Cord.—The hardware trade is 
looking forward with considerable con- 
fidence to a good inquiry for sash cord 
this fall. While there had been some 
slackening in new building construction, 
all the lumber, cement and other raw 
material people are getting ready for 
another big building boom this fall. If 
such should prove the case, sash cord 
will be urgently needed. In addition, 
there is always a considerable amount 
of replacement work in the fall, which 
necessitates many pounds of sash cord. 


‘We quote from Boston jobbers’ stocks: 
Sash Cord.—Acme, braided, No. 6, 45¢. 
per Ib.; No. 7, 45c.; No. 8, 9, 10 and 12, 42¢. 
Cheaper grades, No. 7, 41c. per Ib.; No. & 
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40c. Sampson spot, No. 7, 66c, per Ib.; No. 
8 and larger, 65c. 
Shears.—Manufacturers of pruning 
shears are out with new prices for next 
season, which show a slight decline. 
Snow Shovels.—Additional orders for 
snow shovels have been booked by lo- 
cal jobbers during the past week. The 
big buying movement has not set in, 
but the volume of orders already in 
hand would seem to indicate that re- 
tail stocks, in some instances at least, 
are small. Some of the jobbers ran 
short of stock last year, but this year 
are understood to be amply protected, 
consequently little trouble is anticipated 
in the retail trade getting what it 
wants. 
We quote from Boston jobbers’ stocks: 
Snow Shovels.—Long handle, $4.50 per 


doz.; split wooden D-handle, $6.40; steel 
D-handle, $5.50. 


Toys.—The toy season is opening in 
much the same manner as it did last 


Office of HARDWARE AGE, 
1002 Park Building, 
Pittsburgh, Aug. 7. 


~~ coal and railroad strikes are 
said to be demoralizing the steel 
trade by cutting down output and com- 
pelling the steel companies to shut 
down plants for which they are unable 
to get coal. In the past week six blast 
furnaces in the Pittsburgh district 
have been compelled to shut down, and 
unless a settlement of the coal and rail- 
road strikes is reached within a few 
days, a dozen or more blast furnaces 
will have to go out, it is believed, as 
they will not be able to get coke and 
other fuels to operate. 

Some idea of how the coal strike has 
affected prices on coal and coke may 
be had when we say that coke has sold 
up to about $15 per ton, while before 
the strike it sold at about $3.50 per 
ton. Coal has sold at $8.50 to $9 per 
ton, and before the strike it sold at 
$2.25 to $2.50 per ton at the mine. 
Present prices of steel products do not 
permit paying such high prices for coal 
and coke. 

The cost of fuel has been responsible 
for the sharp advances in prices that 
have taken place in pig iron and steel 
products. Production of steel is being 
greatly curtailed, it is said; the rail- 
roads are congested with freight which 
they are unable to move because of the 
strike, and the whole situation is con- 
sidered very grave. 

Last week the American Sheet & Tin 
Plate Co. was down to about a 60 per 
cent operation in sheets and tin plate, 
the Pittsburgh Steel Co. and the Jones 
& Laughlin Steel Co. less than 60 per 
cent, while other steel companies re- 
ported that their operations were 
Steadily going down. All this means 
that a shortage in steel is looming up 
and will be serious soon, unless the two 
Strikes are quickly settled. 

Price changes in steel products in the 
Past week were unimportant, but the 
mills are taking on very little new busi- 
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year. That is, the jobbers find it hard 
work to get many of the retail dealers 
in this class of merchandise started just 
now. There have been, however, some 
good-sized orders placed in this mar- 
ket, according to report, mostly by 
retail dealers who, in the past, have 
made a big drive on toys during the 
holiday season, and who have had con- 
siderable success. Last year some 
members of the retail trade waited un- 
til the last minute before signifying 
wants, and found difficulty in getting 
just what they desired. Jobbers are 
endeavoring to head off this sort of 
business this season. 

Vises.—Sales of vises, especially of 
smaller sizes, are quite satisfactory and 
have been for several weeks. Much of 
the present movement of goods out of 
stock is due to the activities in the 
radio apparatus making field, although 
regular line trade figures quite con- 
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ness, as their future operations are so 
uncertain. They are more concerned 
about getting out orders already 
booked than in going after new con- 
tracts. 

Foundry pig iron has made a sharp 
advance, now selling at $28 per ton at 
Valley furnace, an advance of about $4 
per ton in the past two or three weeks. 
The recent advances of $5 per ton in 
rivets and the same in warehouse 
prices on plates, shapes, bars, hoops 
and bands were due entirely to the coal 
and railroad strikes, and higher prices 
on other steel products are looked for 
at any time. 

The hardware trade is facing a 
shortage in supply of some goods this 
fall, production being held down by the 
strikes, manufacturers not getting de- 
liveries of needed supplies of steel to 
make up into manufactured goods. 
This applies especially in the heavier 
lines of goods, makers of which are 
having trouble in getting deliveries of 
steel from the mills. 

Locally the retail and jobbing hard- 
ware trade is in good shape, sales in 
July having shown a large increase in 
dollars and cents over the same month 
last year. The local jobbing trade has 
been affected by the long coal strike, 
which has now entered its fifth month. 

Retail hardware stores in the mining 
districts that are affected by the strike 
have given their miner customers all 
the credit they care to. The miners 
are out of money and the retailers are 
not buying goods from the jobbers. 
As soon as the coal strike is settled, 
there will be good trade from the min- 
ing regions, as stocks of retailers have 
been badly depleted. 

Price changes in hardware in the 
past week were few and unimportant. 
The leading makers of lawn mowers 
have advised their jobbing trade that 
present prices will be in effect until 
June 30, 1923, and advising that they 
place their orders early. Other an- 
nouncements are looked for soon from 
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spicuously in over-the-counter sales. 
Local stocks are in fairly good condi- 
tion, and prices are reported as steady 
and unchanged. 

We quote from Boston jobbers’ stocks: 

Vises.—Standard makes, list less 33'4 per 
cent discount. 

Zine.—The belief expressed last week 
by jobbers that the zinc market had just 
about discounted everything possible 
apparently was founded on good judg- 
ment, Last week, it will be recalled, 
the market sagged off 4 cent a pound. 
This week it has recovered that much, 
and according to the manufacturers is 
going strong. It is strongly intimated 
that for a time, at least, the trend of 
prices will be upward, first because of 
a very much better demand, and second 
because of the high cost of production. 


We quote from jobbers’ stocks: 

Zinc.—In 600-lb. casks, 8%c. per Ib.; in 
200-lb. casks, 9c. per Ib.; in 100-Ib. casks, 
9%c. per Ib., in less than 100-Ib. casks, 
9%c. per Ib. 


makers of goods for which orders are 
placed in the fall. 

Automobile Accessories. — Touring 
by automobile this year is very popu- 
lar, being larger than ever known be- 
fore, and this is leading to heavy sales 
of camping outfits such as folding cots, 
tents, luggage carriers and other simi- 
lar goods. The demand for general 
accessories is also active, and prices 
are firm, with the exception of tires 
and tubes, on which there is said to be 
some cutting in prices. The recent re- 
duction in prices on half a dozen or 
more of the leading makes of cars has 
not disturbed the accessory market to 
any great extent. 


Local jobbers quote 

Pittsburgh, as follows: Millers Falls 

5 jacks, $4.75. Reliable jacks, No. 1, 

3, No. 2, $3.33, in lots of 12; Derf spark 

, 96c. each for all sizes in lots less 

50; Champion X spark plugs, 45c. 

each for less than 100 and 43c. each for 

over 100; Champion regular, 53c. each for 

less than 109, all sizes 50c. each for over 
100. 

Axes.—As yet no announcement has 
come from makers* of axes as_ to 
whether this year’s prices will prevail 
for next year or not. In view of the 
coal and rail strikes whieh are causing 
higher costs of manufacture, it is pos- 
sible that makers may decide to ad- 
vance prices slightly, in order to cover 
these higher manufacturing costs. Job- 
bers are placing orders for fall deliv- 
ery in fair volume and are quoting 
from stocks to the retail trade as fol- 
lows: 

Handle 


f.o.b. 
No. 


from stocks, 


axes, 3%-lb. to 4%-lb., $20.80 
doz.; 4-lb, to 5-Ib., $21.40; 3%4-lb. to 4%4-Ib 
No. 1, oval handles, $13.50: Miners, pol- 
ished and blued, 3%4-lb. to 4-lb. No. 1, oval 
handles, $10.9. Unhandled axes. 314-lb. to 
414-Ib., $11.50; D. B. Mich., 3%-Ib. to 4%- 
lb., $16.30; D. B. Mich., 4-Ib: to 5-Ib., $16.90. 
Bicycles.—Sales of bicycles this year 
have been only fairly satisfactory, but 
on motorcycles have been quite good 
Bolts and Nuts.—Jobbers placed 
heavy orders for nuts and bolts with 
the manufacturers for fall delivery 
prior to the advance in prices made on 
July 1. None of the makers is selling 
for last quarter delivery owing to the 
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Iron and Soft Steel Bars 
and Shapes 

Bars: Per lb. 

Refined Iron, base price.. 2.73¢ 

Swedish Bars, base price.. 7.00¢ 
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Current Metal Prices—August 7, 1922 


Boe Annealed—Black 
Soft Steel 
. R., Blued Stove 


©. 
One Pass, Pipe Sheet 
Per Ib. Per Ib. 


Nos. 18 to 20..4.00 to 4.30 
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Tin Plates Babbitt Metal 
Bright Tin Best got. Lawl TTTe a 
Commercial grade, ee 
oe... = Grade D, per Ib ccoccec cae 


Charcoal Charcoal 
14x20 14x20 


Asiatic .....cseeceeceree CH QTE 
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Soft steel bars, base price.. 2.73¢ Nos, 22 and 24. -4. 05 to 4.35@4.60¢ IC ....+---$10.00 $ 8.50 
Hoops (base price) ........ 3.78¢ og er = pepe: eee we 6eeuaae ed = - 
Beams and Channels, Angles Ree agicccogap te dgoga-tee gee STS Hog me Borger cents pure), i 
and Tees: No, 28 and lighter, 36 in. wide, IX XX) ccccce -+ 16.00 14.00 ingots for vemelting. 
3 in, x % in. and larger, ' 10¢ higher. Ooke—14 # 20 1B. ccceee sant 
eee airrrrrrs tore 2.83¢ Petes Wasters 
Tees Galvanized Per Ib. 
ogy gg sl . : » 2.73¢ NO. 14 ..ccccccccvees 4.30@4. 4 80 Ib. ....+++--$ 6.06 $ 5.86 Dealers report business improved 
No. 16 ena e re 4.45@4.75¢ ane ~ PERT SRS os en this week with values firm; buying 
Merchant Steel jg = oon -. éween ne 4.60 4.00¢ 1c ean Bed 6.40 6.15 prices are nominaliy as follows: 
Perlb. No. 26... 4 90@5.20¢ IX weeeeeee 7.40 7.15 Pe 
Yire, 1% x \% in. and larger 2.73¢ SEN res tae 5.05@5.35¢ a <Gracess 8.40 8.15 ‘er Ib. 
‘ Fe No. 28 5.20@5.50 SN iaiegees 9.4 9.15 Copper, heavy and crucible.. .11.75 
Smooth finish, 1 x 2% ts Guten to oe Rane “EMER oo c6s0e'c 10.40 10.15 Copper, heavy and wire......11.25 
x \% in, and larger...... 2. 83¢ NO. 30 «2.0.2 ee eee sees 5.70@6.00¢ Copper, light and bottoms 
Toe calk % x % in. and me = and lighter, 36 in, wide, 20¢ Terne Plates Brass, heavy ........- f 
St re mnnrrr me gher. 8-l1b. Coating 14 # 20 Seer eee 
i . .- cceteerbaecieae 0 Heavy machine composition... 8.50 
Cold - rolled strip ine 7 97 Steel Wire IC a NRG Bei ee $ 4 No. 1 yellow brass turnings.. 6.50 
and quarter hard). .6.25 to 7.25¢ B Price® No. 9 a cece 80 No. 1 red brass or composi- 
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uncertainty of future manufacturing 
costs due to the rail and coal strikes. 
A very large part of the new business 
being placed in nuts and bolts is com- 
ing from the automobile trade. Prices 
in large lots f.o.b. at makers’ works, 
Pittsburgh, are as follows 

Machine bolts, small, rolled threads, 60, 
1) and 10 per cent off iist; machine bolts, 
small, cut threads, 60 and 10 per cent off 
list; machine bolts, larger and longer, 60 
and 10 per cent off list. Carriage bolts, 4 
x § in.: Smaller and shorter, rolled threads, 
60 and 10 per cent off list; cut threads, 60 
per cent off list; longer and larger sizes, 
60 per cent off list; lag bolts, 60, 10 and 10 
per cent off list; plow bolts, Nos. 1, 2 and 3 
heads, 50 and 10 per cent off list; other 
style heads, 20 per cent extra. Machine 
bolts, @p.c. and t. nuts, % x 4 in.: 
Smaller and shorter, 59 and 10 per cent off 
list: larger and longer sizes, 50 and 10 per 
cent off list: hot pressed square or hex. 
blank nuts, $4 50 off list; hot pressed nuts, 
tapped, $4.50 off list; c.p.c. and t. sq. or hex. 
nuts blank, $4.50 off list; ¢.p.c. and t. sq. 
or hex. nuts, tapped, $4.50 off list. Semi- 
finished hex. nuts: ;% in. and smaller, U.S 
S., 80 and 10 per cent off list: % in. and 
larger, U. S. S., 75 and 10 and 10 per cent 
off list: small sizes, S. A. E., 80, 10 and 10 
per cent off list; S. A. E. %& in. ‘and larger, 
75 and 10 and 10 per cent off list. Stove 
bolts in packages. 80 and 5 per cent off list: 
stove bolts in bulk, 80, 5 and 2% per cent 
off list: tire bolts, 65 per cent off list; track 
bolts in carloads, 3.00c. to 3.25c. base; 
track bolts, less than 200 kegs, 3.5c. to 
3.75¢e. base. 

Cap and Set Screws.—Milled square and 
hex. head cap screws, 75 and 10 per cent 
off list: milled set screws, 75 per cent off 
list: upset cap screws, 80 per cent off lists 
upset set screws, 80 and 5 per cent off list. 

It should be noted the above discounts 
apply only on large lots, jobbers charging 
the usual advances to the retail trade for 
small lots out of stock. 


Chimneys and Globes.—Under date 
of Aug. 1, the Macheth-Evans Glass 
Co., Pittsburgh, issued new prices on 
lamp chimneys and lantern globes, 
showing slight reductions on a few 





lines of these goods, while on other 
lines prices were unchanged. 


Cast Iron Washers. — The Western 
Foundry & Sash Weight Co., St. Louis, 
Mo., has issued new prices on these 
goods as follows: Washers, %-in. to 
2-in., $2.35 per 100 Ib., and 1-in., $2.95 
per 100 lb. The new prices show ad- 
vances of $1 to $2 per 100 lb., accord- 
ing to sizes. 


Field Fence.—This is the fag end of 
the season for field fence, but jobbers 
say they are still receiving fair sized 
orders and continue to report there is 
some delay in delivery from the 
makers. 

Local jobbers continue to quote field 
fence at 68 per cent off in carload lots and 
66 per cent off list in lots less than 1000 
rds., f.o.b, Pittsburgh. 

Brushes.—Prices on paint and var- 
nish brushes for the 1923 season have 
been issued by some makers, the new 
prices showing reductions on some 
lines of higher grade brushes of from 
5 to 10 per cent. On the cheaper 
grades, prices for next year are prac- 
tically the same as this year. 


Iron and Steel Bars.—There is noth- 
ing new to report in the iron and steel 
bar market, the mills that roll steel 
bars being filled up for two or three 
months ahead and are very much back 
in shipments. Jobbers report they are 
having trouble in getting deliveries 
from the mills and their stocks are run- 
ning low. 


Local jobbers now quote steel bars rolled 
from billets at 2.35c. to 2.50c. depending on 
the order; reinforcing bars rolled from bil- 
lets, 2.25e. to 2.50c., from old rails, 2c. to 
2.15¢.; refined iron bars, 2.15c. to 2.35c., the 


higher prices being for large lots and the 
lowcr for small lots. 

Rivets.—The recent advance of $5 
per ton in prices on structural and 
boiler rivets has not diminished new 
demand to any extent, which is still 
quite heavy, and makers report they 
are sold up for several months ahead. 
Prices on rivets in large lots are as 
follows: 


Large structural and ship rivets, base, 
per 100 lb., $2.65; large boiler rivets, base, 
per 100 lb, $2.75; small rivets, 70 to 70 and 


5 per cent off list. 

Sheets.—The new demand for sheets 
is not as active as it has been, but this 
is not worrying the mills, which are 
sold up on all grades of sheets for 
eight to twelve months. Prompt deliv- 
ery of sheets is hard to obtain, and in 
some cases buyers who need stocks 
promptly are willing to pay premiums 
on prices for quick shipment. The de- 
mand for auto body sheets is said to 
be now the heaviest ever known, some 
mills being sold up for 12 to 16 weeks. 
The American Sheet & Tin Plate Co. 
and some of the independent mills con- 
tinue to quote 3.15¢ for No. 28 gage 
black, 4.15¢ for No. 28 gage galvanized 
and 4.50c for No. 22 gage auto body 
sheets, these prices being made only to 
the large buyers, while on the other 
hand some independent mills are quot- 
ing sheets at prices ranging from $5 to 
$7 per ton higher than the above. The 
output of sheets is being cut down very 
materially by the coal strike, all the 
mills being short of fuel. Last week 
the American Sheet & Tin Plate Co. 
was operating its sheet mill to only 
about 60 per cent of capacity and the 
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independent mills were running at 
about the same rate. 

Steel Pipe——As noted in a previous 
report, the new demand for iron and 
steel pipe is very heavy, especially for 
the small sizes of steel pipe used for 
building purposes. On %-in. up to 
1%-in. butt weld pipe, mills are back 
from eight to thirteen weeks in deliv- 
ery. As yet there are no signs of an 
advance in prices on pipe, but if manu- 
facturing costs continue to go higher, 
an advance in prices on both iron and 
steel pipe seems imperative. 


Local jobbers quote steel pipe 
,ots from stock as follows: 

Black Galv. Black 

2. ee - ++ - $5.30 


pa 
8.57 


in small 


~ 


avery’ 1?) 


AwOonD 


wm DODO St 


oreo 


SaaS 1S 
Above prices per 100 ft., f.o.b. Pittsburgh. 
Sheet Zine.—Under date of Aug. 1, 

the American Zine Products Co., Green- 

castle, Ind., announced an advance in 
prices on sheet zine from 7.50c. to 7.75c, 
and at the same time stated that prices 
would likely go higher and advising 
their trade to place orders promptly. 
Sash Weights.—The Western Foun- 
dry & Sash Weight Co., St. Louis, an- 
nounces an advance of $2 per ton in 
sash weights, now quoting $1.85 per 


Office of HARDWARE AGE, 
3725 Colfax Ave. So., 
Minneapolis, Minn., Aug. 5. 


R Stal hardware sales, while not 
as brisk as a few weeks ago, are 
holding up remarkably well, and a good 
volur..e of business is reported by most 
dealers. 

Considerable interest is being shown 
by dealers for their fall needs, and it 
will be noted that several changes have 
been made in the items reported on in 
this issue. 

Crop conditions are unusually favor- 
able and a good fall business is ex- 
pected. 

Builders’ Hardware.—The demand 
for builders’ hardware remains of 
heavy volume, and there is some delay 
noted in filling orders for certain goods. 
Sales are expected to continue good 
for the balance of the year. 

Ash Sifters—Dealers are arranging 
for their fall needs. Because of high 
price and shortage of coal, there should 
be a good demand for sifters. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Square wood, $3.75 per doz.; 
Metallic, round, $4.00 per doz.; wood, 
barrel, $12 per doz. 

Axes.—Demand remains of about the 
Same volume as for the past few weeks. 
Prices remain as last quoted. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Medium grades, single bit, 
base weights, $11.50 per doz.; double bit, 
$16.50 per doz, 

Bale Ties.—There is very little re- 
tail demand as yet, but dealers are 
Stocking up for fall requirements. 
ave quote from jobbers’ stocks, f.o.b. 
“Win Cities: Single loop ties, 70-10-5 per 
cent from standard list. 
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100 lb. at works. 

Shovels.—It is stated some mak- 
ers strongly favor an advance in prices 
on all grades of shovels, stating that 
present low prices do not allow any 
profit on account of higher manufac- 
turing costs, due to the coal and rail- 
road strikes. Once the coal strike is 
settled, the demand for coal shovels is 
bound to very active, as the strike has 
interfered seriously with sales of coal 
shovels, and stocks of mining com- 
panies are very low. 

Local jobbers continue to quote 
plain black shovels $9 per doz. and 
ished $10, per doz. from stock. 

Wire Products.—The coal and rail- 
road strikes are said to be cutting 
down the production of wire nails and 
wire very materially, and all the mills 
are getting further back in deliveries. 
The American Steel & Wire Co. is 
practically sold up on wire and wire 
nails for eight to ten weeks and is 
slower in making deliveries to its cus- 
tomers than the independent mills 
which are not sold so far ahead. Job- 
bers’ stocks are badly depleted, espe- 
cially on the more commonly used sizes 
of wire nails. This has been a big 
year in the wire and wire fence trades, 
all the makers having had practically 


No. 2 
pol- 


TWIN CITIES 


Bolts—There continues to be a 
rather active demand for bolts of all 
kinds, but more especially such sizes 
as are used by automobile manufac- 
turers and garages. Prices remain as 
last quoted. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Small carriage bolts, 50-10 per 
cent; large carriage bolts, 45 per cent; 
small machine bolts, 50-10-10 per cent; 
large machine bolts, 50-10 per cent; stove 
bolts, 75-10 ner cent; lag screws, 60 per 
cent. 

Brads.—There continues to be a very 
active demand for wire brads. Market 
prices show no change. 

We quote from jobbers’ stochs, f.o.b. 
Twin Cities: Brads, in standard packages, 
75 per cent from lists. 

Galvanized Ware.—Retail 
continues to be of fair volume. 
remain as for some time past, 

We stocks, 
Twin Cities: Galvanized tubs, No. 1, 
per doz.; No, 2, $6.85; No. 3, $8; heavy 
galvanized, No. 1, $12; No. 2, $13; No. 3, 
$15; standard 10-qt. galvanized pails, $2.25 
per doz.; 12-qt., $2.35; 14-qt., $2.70; stand- 
ard 16-qt. stock pails, $4.25; 18-qt., $4.80; 
heavy stoc pails, 16-qt., $6; 18-qt., $7.35. 

Coal Hods.—There is, of course, no 
retail demand at present, prices are be- 
ing quoted merely for dealers’ guid- 
ance. 

We quote from local jobbers’ stocks, f.0.b. 
Twin Cities: Open japanned, 17 inch, $4.85; 
18 inch, $4.30; Funneled japanned, 17 inch, 
$4.80; 18 inch, $5.30; Open galvanized, 17 
inch, $5.35: 18 inch, $5.85; Funneled gal- 
vanized, 17 inch, $6.60; 18 inch, $7.15 per 
doz. 

Files.—Demand continues to be fair- 
ly active, and an average amount of 
business is being received. Prices re- 
main as last recorded. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Nicholson files, 60-5 per cent; 
Arcade files, 70-2% per cent; Disston files, 
70-10 per cent. 


demand 
Prices 


f.o.b. 


quote from jobbers’ 
$6.10 
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all the business they could handle. 
Prices are firm but unchanged. 
f.o.b. Pitts- 


Jobbers quote from stocks, 
$2.75 base 


burgh, as follows: Wire nails, : 
per keg; galvanized, 1 in. and longer, in- 
cluding large head barbed roofing nails, 
taking an advance over > price of $1.25, 
and shorter than 1 in., bright Bes- 
semer and basic wire, 100 Ib.; 
annealed fence wire, Nos. 6 to 9, $2.50; gal- 
vanized wire, $3; ranized barbed wire, 
$3.25; gaivanized staples, $3.25; 
painted barbed wire, ; polished fence 
staples, $1.75: cement coated nails, per 
count keg, $2.25 to $2.35: these prices be- 
ing subject to the usual advance for the 
smaller trade, all f.o.b. Pittsburgh, freight 
added to point of delivery terms 60 days 
net less 2 per cent off for feash in 10 days. 
Discounts on woven wire fencing are 73 per 
cent off list for carload. 72% per cent off 
for 1000 rod lots, and 71% per cent off for 
small lots, f.o.b. Pittsburgh. 

Lawn Mowers.—Leading makers of 
lawn mowers have advised their trade 
that prices for the 1923 season will be 
the same as for this year, and request- 
ing that orders for next year delivery 
be placed as early as possible, as a 
shortage in supply may develop, com- 
pelling the makers to pro rate their 
output. There were hardly enough 
lawn mowers to meet the demand this 
year, and for this reason jobbers are 
likely to get their orders in early, so 
they will be sure of prompt shipments 
when the mowers are needed for their 


trade next year. 


Glass and Putty.—The fall retail de- 
mand has not as yet opened up, and 
there is very little actual retail busi- 
ness. Prices remain as for some time 
past. 


We quote 
Twin Cities: 
cent; double 
from standard 


Lanterns.—As the evenings are get- 
ting longer, there is a better retail 
demand although no large volume can 
be expected just at this time. Prices 
for fall delivery are as follows: 

We 
Twin 
doz.; 
tubular 


Nails.—There is a continued steady 
demand for wire nails. Prices remain 
as last quoted. 

We quote from jobbers’ stocks, 
Twin Cities: Standard wire nails, 
base; cement coated nails, $2.80 base. 

Oil Heaters.—Dealers are becoming 
interested in their fall requirements. 
With the high price and scarcity of 
coal, this fall should develop a heavy 
demand for oil heaters as auxiliaries 
to the regular heating plant. Prices 
for immediate delivery are as follows: 

We quote jobbers’ stocks, f.o.b. 
Twin Cities: per cent from standard 
lists. 

Registers—Demand for _ registers 
continues to be of fair volume and is 
showing slight improvement. Prices 
are quoted as follows: 

We quote from 
Twin Cities: Cast 
cent from standard 

Rope.—Sales of rope continue to show 
a fair volume of business. Prices re- 
main as for some time past. 


We 


from f.o.b. 

Single 

strength 
lists. 


jobbers’ stocks, 
strength glass, 81 per 
glass, 85 per cent 
Putty, $4.40 per cwt. 


f.o.b. 
per 
doz. ; 


from jobbers’ stocks. 
Cities: Tubular long globe, $13 
tubular short globe, $13 per 
dash lanterns, $16.90 per doz. 


quote 


f.o.b. 
$3.45 


from 
30-5 


f.o.b. 
per 


jobbers’ stocks, 
steel registers, 40 
lists. 


quote from jobbers’ stocks, f.o.b. 











90 


per 
lb. 


Pure manila rope, 19'%c. 
sisal rope, 16%c, per 


Twin Cities: 
Ib. base; pure 
base, 

Sandpaper.—Demand for sandpaper 
continues to be very substantial. Prices 
show no change. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Best grade, No. 1, at $7.20 per 
ream; second grade, No. 1, at $6.50 per 
ream; No. 1 garnet paper, $15 per ream. 

Sash Cord.—Sales are of good vol- 
ume and demand is expected to con- 
tinue steady well into the fall. Prices 
remain as follows: 

We quote from 
Twin Cities: Best 
ordinary grades, 36c. 


f.o.b. 
lb.; 


stocks, 
65c. per 


jcbbers’ 
grades, 
per Ib. 

Sash Weights.—Deliveries on back 
orders are now being rapidly made as 
buildings are nearing completion. 
Prices remain as for some time past. 


We quote f.o.b. 
Twin Cities: 


from jobbers’ stocks, 


$2.20 per cwt. 

Sidewalk Scrapers.—It seems a long 
way from 90 above to sidewalk scraper 
weather, nevertheless some interest is 
being shown by dealers for fall needs. 
Prices are quoted as follows: 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Medium grade steel scrapers, 
$4.75 per dozen. 

Snow Shovels.—Dealers are becom- 
ing interested in fall needs, that is, 
those who made no early purchases. 


We quote from jobbers’ 
Twin Cities: Straight handle, wood, $4.85 
per doz.; steel blade, straight handle, $4.35 
per doz.; galvanized steel blade, D handle, 
$11 per doz. 


Solder.—Sales of solder continue to 
be of fair volume. 

We quote from jobbers’ stocks, f.o.b. 
en Half and half solder, 24 cents 
per ). 


stocks  f.o.b. 


E. Edelmann & Co. Erects New 
Factory 

The new factory building being 
rected by E. Edelmann & Co., Chicago, 
to replace their recently sold Crawford 
Avenue plant will be completed early in 
November. The new plant is located 
at Logan Boulevard near Western Ave- 
nue in attractive surroundings. It is 
within easy reach of the city and in the 
centre of a high class labor market. 

In March of this year the company sold 
its factory building and vacant land at 
2638 North Crawford Avenue, Chicago, 
on account of the location being un- 
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Steel Sheets~—-Demand for steel 
sheets does not show much activity. 
Prices remain as for several weeks 
past. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: 28 gage galvanized sheets, 
$5.65 per cwt.; 28 gage black sheets, $4.65 
per cwt. 

Steel Traps.—Dealers are becoming 
interested in fall needs. Prices for im- 
mediate or later delivery are quoted as 


follows: 
We «uote 
Twin Cities: 
$1.83; No. 11%, $2.75; 
house No. 0, $1.89; No. 1, 
$3.17; No. 2, $4.88 per doz. 
Stove Goods.—Preparations are be- 
ing made by most dealers to take care 
of an average fall demand. Prices 


quoted are as follows: 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Stove boards, crystallized, 
28 x 28, $15 per doz.; 30 x 30, $17.35 per 
doz.; 36 x 36, $24.02 per doz.; Stove pipe, 
uniform blued, 28 gage, 6 inch, K. a. 
$12.50 per 100 lengths; 6 inch common iron 
corrugated elbows, $1.26 per doz.; 6 inch 
adjustable charcoal iron, $1.86 per doz.; 
Dampers, cast iron, wood or coil handle, 
$1.33 per doz.; Stove shovels, 15 inch 
japanned, 60 cents; 21% inch jumbo 
japanned, $1.40; 14 inch jumbo, jr., 85 
cents per doz. 

Screws.—Demand for screws contin- 
ues to be of quite a substantial volume. 
Prices have shown no further change 
since the advance of about two weeks 
ago. 

We quote from jobbeis’ stocks, f.u.b 
Twin Cities: Flat head bright wood screws, 
80-5 per cent; round head blued, 75 per 
cent; flat head japanned, 70 per cent; flat 
head brass, 75 per cent; round head brass, 
70 per cent. 


Tacks.—Demand for tacks remains 
only of fair volume. Prices show no 
change. 


f.o.b. 
moO, id; 
New- 
1%, 


jobbers’ stocks, 
Victor No. 0, $1.53; 
No. 2, $3.60; 
$2.20; No. 


from 





suitable to the company’s requirements. 
At the same time work was started on 
the construction of the new factory. 
The new building is entirely modern in 
construction and will afford additional 
facilities for manufacturing. 

During this important change the 
production of the company’s well 
known line has been regularly main- 
tained and so far the output for this 
year has been greater than it has been 
at any time during the two years pre- 
ceeding. 

Wm. Rose & Bros., Sharon Hill, Pa., 
is sending out a neatly illustrated cata- 
log on their line of tools 











New factory building of E. Edelmann € Co., Chicago 
Reading matter continued on page 92 
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We quote from jobbers’ stocks. f.o.b. 
Twin Cities: American cut, 8 02z., 60c. per 
doz, packages; tinned carpet, 8 0z., 60c.; 
blue carpet, 8 oz., 65c.; double point, 11 
0z., 36c. 


Tin Plate-—Market conditions remain 
very much the same as for several 
weeks past, only fairly active. Prices 
remain as last recorded. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Furnace coke, ICL, 20 x 28, 
$13; roofing tin, IC, 20 x 28, 8 lb. coating, 

75. 


13 
12. 


Washers.—Demand is only of fair 
volume. Prices remain as last quoted. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: % inch wrought steel, $4 per 
cwt.; 1 inch wrought steel, $3.60 per cwt. 

Weather Strip.—Prices to dealers for 
fall delivery are quoted as follows: 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Wood and felt weatherstrips, 
5% inch and % inch, $1.85 per 10) feet; 
1 inch, $2.60 per 100 feet. 

Wheelbarrows.—Demand is of aver- 
age volume and considered fairly sat- 
isfactory. There has been a slight de- 
cline in the wood stave barrows. 

We quote from jobbers’ 
Twin Cities: Wood “stave, 
wheelbarrows, $34 per doz.; No. 
steel barrow, $6.35 each; No. 1 
$5.60 each, 

Wire.—Demand for wire is showing 
a steady gain and is expected to con- 
tinue to improve during the next few 
months. Prices show no material 
change. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Barbed wire, 80-rod spools, 
painted cattle, $2.95; galvanized cattle, 
$3.54; painted hog wire, $3.16; galvanized 
hog wire, $3.58; smooth black annealed No. 
9, $3.30 per ewt.; smooth galvanized an- 
nealed, No. 9, $3.80. 


stocks, f.9.b. 
fully bolted, 
1 tubular 

Garden, 


R. C. Millen Co. Incorporates 


A charter of incorporation has just 
been granted to R. C. Millen Co., 204 
West Lake Street, Chicago, Ill. The 
incorporators are Roland C. Millen, 
Felix Mondrowski and H. S. Millen. 
The capital stock is $20,000. The busi- 
ness began operation about June 15. 
The firm will deal in builders’ hardware 
and contractors’ supplies. Retail stocks 
will be maintained but the majority of 
business will be conducted with con- 
tractors and home builders. R. C. Mil- 
len, the active head, was for a num- 
ber of years with P. & F. Corbin and 
will feature the Corbin line in his new 
business. 


Large Builders’ Hardware Order 


One of the largest orders for build- 
ers’ hardware ever placed is pending for 
the new building of the Union Trust 
Building, Cleveland. This will be the 
largest building in the world, with the 
exception of the Equitable Building in 
New York. Its floor space will be 1,000,- 
000 sq. ft., as compared with the floor 
space of 1,200,000 sq. ft. of the Equit- 
able Building. The building will have 
2200 doors, and the hardware will cost 
$75,000 or more. This order will prob- 
ably be placed through a Cleveland 
hardware jobbing house. 
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Help your customers 
to build satisfactory garage doors 


MCKINNEY 


Hinges and Butts 
and H: 


lardware 


Also door hangers and 


VERY man who comes into your 
store with a problem of purchasing 
hardware for a garage door will appre- 
ciate intelligent help from you. You can 
serve him, from the planning of a door to 
selling him the necessary hardware. 
Our booklet, “McKinney Complete 
Garage Sets,” is designed to give this help 
to your customers. Pages such as the one 
above present illustrations of swinging 
and sliding-folding doors for any width 
of garage entrances with simple plans for 
the hanging of the doors and illustra- 
tions of the hardware necessary for what- 
ever type of door the customer may select. 
The hardware is of superior quality— 
McKinney made. Every piece needed 


for a complete garage door installation 
is packed in a strong, neat box. 

Think what that means to you! Every 
element of uncertainty is eliminated in 
the sale. Not a piece is missing. No time 
is lost in hunting up the various items. 
No over-stocking of slow-moving parts. 

Tie the McKinney Booklet to the 
counter. Place the McKinney Complete 
Garage Door Sets on your shelves. The 
service the booklet performs for your 
customer is reflected in the profit you 
derive from the fast-moving specialty be- 
hind your counter. 

We will gladly send you this valuable 
booklet on request. Ask your jobber for 
the McKinney Complete Garage Sets. 


track, door bolts and 
latches, shelf brackets, 
window and screen hard- 
ware, cabinet hardware, 
steel door mats and 
wrought specialties. 


MCKINNEY 


Complete Garage Door Sets 


CO., PiTTsBpUuURGH 


Export Representation 


McKINNEY MANUFACTURING 
Western Office, Wrigley Bldg., Chicago 
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A Well Displayed Stock Will Increase Turnovers 


Tires and Other Auto Necessities Will Move More 
If Properly Located and Arranged 


Rapidly 














This iilustration 
systematic arrangement. 


shows what may be done in the way of 


for everything and all articles are within easy reach. 
makes for quick service and correspondingly quick turnovers 


‘cy AIT a minute, Bill, I have 

some of those chains in 
stock but I can’t lay my hands on 
them this minute. Come in this 
afternoon and I’ll have them ready 
for you.” 

Wonder if this does not happen 
in the hardware store every once 
in a while? The reason is due to 
only one cause and that is—stock 
arrangement. The easier stock is 
to find the quicker sales are made. 
Quick service makes satisfied cus- 
tomers. There are very few people 
who have time to wait around until 
« merchant goes all through his 
stock looking for a certain article. 

The merchant who has display 
panels in front of his stock will 
tell you that he can wait on twice 
as many customers as he could 
when it was necessary to open sev- 
eral boxes to display the merchan- 
dise. It simply means that a man 
can increase his personal efficiency 
at least 100 per cent and cut sales 
expenses over 50 per cent. 

There are very few merchants 
who have not made a very decided 
effort in the last ten years toward 
getting their stocks well displayed 
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and in such shape that sales can be 
made quickly. 

The same effort should be put to 
work in the tire and accessory de- 
partment. A neat stock of tires, 
placed in an orderly manner on a 
rack not only saves floor space but 
improves the appearance of the 
store. Parts and accessories in- 
stead of being kept in boxes and 
stacked up on a shelf should have 
individual bins with sample boards 
close at hand. 

The accompanying illustration 
shows a stock of Ford parts with 
everything in its place and a place 
for everything. Note the small 
amount of space consumed and the 
ease with which the merchandise 
can be sold. The racks should never 
be more than 8 feet high and no 
mercandise should ever be put on 
the top of any rack. 

While steel racks are an advan- 
tage they can just as well be made 
of wood. In fact, old shelving and 
a little paint will make a very at- 
tractive and serviceable one. Well 
displayed merchandise has many 
advantages. It is more accessible, 
therefore sales can be made in a 


There is a separate and distinct place 
This 


shorter period of time. Your cus- 
tomer gets real service. The mer- 
chant can always watch his stock 
for shortages and over buying, thus 
keeping his investment at a mini- 
mum and increasing his turnover. 


New Advertising Firm 


Maxton R. Davies, formerly president 
and general manager of the Fidelity 
Advertising Agency, Cleveland, has or- 
ganized The Maxton R. Davies Co., in- 
corporated under the laws of Ohio, with 
E. G. Davies, vice-president, John A. 
Lombard, secretary, and Maxton R. 
Davies, president and treasurer. 

The new agency will do a national ad- 
vertising agency business with head- 
quarters in the new Keith Building, 
Cleveland’s tallest office building. 

In addition to the advertising of the 
Laun-Dry-Ette, the new agency will 
direct the advertising of the Kulas- 
Snyder Mfg. Co., manufacturers of 
“Star” rebound controllers; the Howe 
Rubber Corp. of New Brunswick, N. J», 
manufacturers of Howe tires and tubes; 
the Mathews Engineering Co., San- 
dusky, Ohio; the Automobile Crank- 
shaft Corp. of Detroit; the Cleveland 
Worm & Gear Co., Cleveland, Ohio, and 
the Champion Stove Co. of Cleveland. 
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“ é 
There aint mutch use 


argeyin. agin a suxsess” 
Josh Billings 





Few now read whimsical, wise Josh Billings 
(Henry Wheeler Shaw; 1818-1885), but he cer- 
tainly uttered a useful mouthful when he said 
that. For if adverse argument could stall pro- 
duction, the Bethlehem plant would be shut 
down; while, as it is— 


Well, as it is, Bethlehem Spark Plugs are do- 
ing quite nicely, thank you! Quite nicely; in 
the face of the argument that establishing sane 
prices on ALL sales—a million or a set of four 
—never would suit anybody, not nohow. 


Originally sup- 
plied by us as 
standard Ford 
equipment, identi- 
cal essentially with 
the new extension 
type on all Fords 


today, this Bethle- 
hem No, 8 pictured 
here has made good 
5,000,000 times over! 
Ford owners know 
it, and buy it by 
preference, and 
will go on buying 
it Bethlehem 
Number EIGHT— 
safe to stock up on 
the year ’round! 


And on the 
PACKARD 


the Bethlehem Spark 
Plug, adopted for 1922 
as standard equip- 
ment, is making new 
friends every mile _ 
wonderful Fes kard 
goes! You can safely 
stock this plug, too. 


The jobber seems to like the idea of not hav- 
ing to pass the buck to the dealer; the dealer 
has no apologies to make to the motorist, and 
appears to enjoy that novelty; and the con- 
sumer, getting as good a spark plug as ever 
fired a charge, relishes paying what it’s worth 
and no more. 


No argument about it: success. 
Your letter will fetch that 


In a word, a success. 
Want it proved to you? 
proof. 


President 


Bethlehem Spark Plug 
Company 


Bethlehem Pennsylvania 
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American Steel & Wire Changes 


Bertram H. Lawrence, district engi- 
neer American Steel & Wire Co., Wor- 
cester, Mass., has been made chief engi- 
neer to succeed W. E. Snyder, Pitts- 
burgh, who recently died. Matthew R. 
Fish, chief draughtsman, South Works, 
Worcester, succeeds Mr. Lawrence as 
district engineer. Mr. Lawrence will 
have charge of power and mechanical 
equipment, with headquarters at Pitts- 
burgh, and will take up his duties this 
month. He originally was with the 
Chicago office of the company, and went 
to Worcester about seven years ago. 
His education as a mechanical engineer 
was received at the University of 
North Carolina. 


Peck, Stow & Wilcox Officers 
Elected 


The Peck, Stow & Wilcox Co., South- 
ington, Conn., manufacturer of hard- 
ware and mechanics’ tools, at its re- 
cently held annual meeting elected the 
following officers: L. E. Sichthorn, 
president; T. J. Ray, vice-president; 
George S. Case, secretary, and E. N. 
Walkeley, treasurer. 


Southington Hardware Elects 


The annual meeting of the _ stock- 
holders of the Southington Hardware 
Co., Southington, Conn., was held on 
July 26 and directors re-elected as fol- 
lows: James H. Pratt, ex-Governor 
Marcus H. Holcomb, Charles H. Clark, 
Cyrus C. Chamberlain, Bradley H. 
Barnes, and William E. Smith of 
Southington, and Wingfield P. E. Vie- 
ring of Hartford. The re-elected offi- 
cers were: president, James H. Pratt; 
secretary, William E. Smith; and treas- 
urer, Miss Francis Gridley. 


Death of Reginald P. Rowe 


Members of the trade will regret to 
learn of the death of Reginald P. Rowe, 
vice-president and manager of the At- 
lanta branch of the National Lead Co., 
111 Broadway, New York. Mr. Rowe’s 
death occurred at his home, 161 Henry 
Street, Brooklyn, N. Y., on July 17. 





Robert Hardy with du Pont 


Robert A. Hardy has joined the 
paint and varnish division of the E. I. 
du Pont de Nemours & Co., Philadel- 
phia, to handle sales promotion work. 
For several years Mr. Hardy has been 
with the sales service department of 
the Winchester Repeating Arms Co., 
New Haven, Conn., in charge of retail 
advertising to Winchester agents, and 
has taken active part in the develop- 





ment of retail merchandising service 
along modern lines. 


G. P. Taylor with Forged Steel 
Products Co. 


Garvin P. Taylor has resigned his 
connection in the business department 
of HARDWARE AGE and has become 
secretary and treasurer of the Forged 
Steel Products Co., Newark, N. J. He 
is also on the company’s board of di- 
rectors. Mr. Taylor is well known 
throughout the hardware industry and 
trade and is well fitted to carry on his 
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Garvin P. Taylor 


duties with the manufacturing concern 
he has joined. He was with HARDWARE 
AGE for twelve years. During the war 
he served actively overseas as a cap- 
tain in an infantry regiment. 


Lindsley in Charge of Alvord 
Advertising 


A. M. Lindsley, chief engineer, Al- 
vord Reamer & Tool Co., Millersburg, 
Pa., has been placed in charge of the 
advertising department of that com- 
pany. He will continue his duties as 
chief engineer. Mr. Lindsley was for- 
merly connected with the Cincinnati 
Milling Machine Co., Cincinnati. 

New England Dealers’ Outing 

The annual outing of the New Eng- 
land Hardware Dealers’ Association will 
be held Wednesday, Aug. 23, at the 
Pemberton Inn, Hull, Mass. James P. 
Mackey is chairman of the outing. 
President MacIntyre of the Hardware 
Associates is in charge of games and 
sports and is assisted by “Al” Mac- 
Murray. Paul and Bernard Burke have 
charge of automobile arrangements. 
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Kemp Leaves Vaughan & Bush- 
nell Mfg. Co. 


Irving S. Kemp, recently resigned as 
sales manager of the Vaughan & Bush- 
nell Mfg. Co., Chicago, IIl., to become 
vice-president of the Evansville Tool 
Works, Evansville, Ind, 

Following his resignation Mr. Kemp 
stated that the only reason for making 
the change was because of “an oppor- 
tunity to secure a substantial interest 
in the Evansville Tool Works.” 

During the past ten years Mr. Kemp 
had charge of the sales of the Vaughan 
& Bushnell Mfg. Co. Previously he had 
been associated with D. F. Kemp, who 
represented many hardware manufac- 
turers in the Middle West. His first 
position as a salesman was with the 
Buffalo Forge Co., Buffalo, N. Y., which 
company he represented in a territory 
that extended from Maine to New Or- 
leans. 

It will probably be September, Mr. 
Kemp states, before he will be definite- 
ly settled in Evansville. 


Toy Manufacturers Hold Sum- 
mer Convention 


The regular summer convention of 
the Toy Manufacturers of the United 
States, Inc., was held at Manchester, 
Vt., July 20-22, inclusive. As is the 
custom with the summer meetings of 
this organization, business questions 
were relegated to the background while 
the members spent the greater part of 
their time in getting acquainted. The 
interest manifested was excellent, the 
banquet showing a record attendance of 
103 members of the association at the 
tables. 

Owing to the illness of President Leo 
Schlesinger, New York, Vice-President 
W. Ogden Coleman presided at the 
meetings. Arthur Lazarus of the 
Chamber of Commerce of the United 
States delivered an interesting address 
at the first evening session of the con- 
vention. 

A golf tournament was one of the 
features and a number of prominent 
toy manufacturers participated. The 
kickers’ handicap was won by H. D. 
Bowie of the E. R. Horsman & Aetna 
Doll Co. Alfred C. Gilbert of the A. 
C. Gilbert Co., captured first prize for 
low gross score. A _ skee ball contest 
and other sports featured the conven- 
tion. 


The Empire Hardware Store, Inc. 
Bridgeport, Conn., capitalized for $10,- 
000, has incorporated, the incorporators 
being Morris H. Dolid, Yetta Dolid and 
Nathan Dolid. 
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Wickwire Spencer Steel Cor- 
poration directs the manufac- 
ture and marketing of a com- 
plete line of wire and wire 


products. 
‘Practically 
Everything All are products upon which the 
in 


Wire’’ 





public has placed its stamp of 
approval—products that are 
well known, advertised and ex- 
tensively used—products with 
more than half a century of man- 
ufacturing experience built into 
them. 


When in need of wire or wire 
products wire “Wickwire.” 
Our numerous district offices 
and warehouses assure you 
prompt and quick delivery. 


Wickwire Spencer Steel Corporation 
Worcester, Mass. Buffalo, N. Y. 


Boston New York Philadelphia Chicago Detroit Tulsa San Francisco Los Angeles 
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NEW GOODS AND NOVELTIES 


Products Being Placed on the Market by Hardware Manufacturers 


Increases Spark Plug Efficiency 


The Star Spark Protector is the name 
of a device recently placed on the mar- 
ket by the Star Spark Protector Co., 
St. Louis, Mo. This invention, designed 


Star Spark Protector 


primarily to protect spark plug points 
from becoming fowled by cylinder oil, 
is claimed to require a leaner mixture 
of gas and air than can be ordinarily 
used. Another claim made for this de- 
vice is that it prevents, through com- 
pletely consuming the gas at this point, 
the formation of carbon. 


Inside Micrometer and Height 
Gage Attachments 


The Reed Small Tool Works, Worces- 
ter, Mass., have recently developed an 
Inside Micrometer with a lower range 
than former model. 

This micrometer, graduated to read 
to thousandths of an inch, has the usual 
half-inch run of spindle with a measur- 
ing range from 2 in. to 32 in. The rods 
fitted with hardened tool steel anvils 
adjustable for wear, are interchange- 
able on the threaded stud at end of 
micrometer head and can be used in 
combination. A detachable handle is 
furnished and so arranged that the 
micrometer can be used for right or 
left handed work; a feature peculiar to 
the Reed. 

The standard set packed in a pocket- 
size case consists of the micrometer 
head, an adjusting wrench, five rods 
and a half-inch spacer, the capacity 
afforded being 2 in. to 7 in. When five 
additional 5 in. spacers are used the 
maximum range of 32 in. is secured. 
Thus the tool is capable of gaging the 
smallest automobile cylinder and will 
take care of the larger measurements 
‘n shop use. 


Pili '232225222222322233222223222523332322222232 

The Inside Micrometer can be quickly 
transformed into a height gage by use 
of height gage attachments. By at- 
taching a rod of proper length to the 
micrometer, any desired range from 
3 in. to 32 in. can be obtained. The 
rod is inserted downward through the 
steel case-hardened base until the anvil 
finds the surface from which measure- 
ment is to be taken. A quick-clamping 
knurled nut, easily operated by the 
fingers, firmly holds the measuring rod 
in a perpendicular position. 

Such a tool is useful in obtaining 
the height of projections from plane 
surfaces, the location of bushings in 
jigs, ete. It is particularly convenient 
on planer work, which often requires 
measurements to be taken from the 
bottom of a groove to points above, and 
for setting planer tools on the milling 
machine table. The V-shaped groove 
in the bottom of the base adapts the 
tool for use in cylindrical work, measur- 
ing distances between shafts, for align- 
ment purposes, etc. 

The cut pictures the combination of 
height gage-alignment attachment with 
the Inside Micrometer, showing how a 
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Combination Height Gage—Alignment 
Attachment with Inside Micrometer 


reliable height gage is simply obtained, 
to serve where the purchase of a much 
more expensive tool would otherwise 
be required. 

By inserting a 0.250 in. drill rod in 
the base and attaching any standard 
indicator, a surface gage is in readiness 
for use in straightening shafts or for 
checking variance in distance between 
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surfaces. A surface gage scriber can 
be easily clamped to the rod, forming 
another handy tool. 

There is also a round face attach- 
ment, No. 7, intended mainly for height 
gage purposes. It holds the base and 
micrometer measuring rod intact when 
the tool is lifted from one surface to 
another. Handling is facilitated by the 
knurled exterior. 


Electric Iron with Variable Heat 
Control 


This special type, triple heat, 6%- 
pound iron has the three-heat feature 


Waage Special Type Three-Heat Iron 


and is designed in shape and finish for 
working on fine delicate fabrics. It 
has a sharp, narrow point to facilitate 
ironing ruffles and children’s clothes. 
The iron is heavily plated. 

On low heat it does the work of a 
3-lb. iron on silks and fineries. Medium 
heat is used for general laundry pur- 
poses. At third heat the makers say 
it will do the work of a 9-lb. iron on 
heavy duty, such as linens and table 
cloths. The Special Type iron is manu- 
factured by the Waage Electric Co., 
12 South Jefferson St., Chicago. 


Millers Falls Improvements 


In its recently issued catalog, the 
Millers Falls Co., Millers Falls, Mass., 
introduced several new improvements 
in tools. The square head nail set dis- 
play is a handsome device, enameled 
Millers Falls red. On the base is the 
manufacturers’ name and trade mark. 
It occupies little space, the height, in- 
cluding nail sets, being only 5% in. 
It holds twenty-four square head nail 
sets and is sent gratis with an order 
for a gross of nail sets, No. 450. 

The new ratchet screw driver is 4 
sturdy, convenient tool in 3 to 5 in. 
lengths. It operates by means of 4 
cam in the rear of the shifter sleeve, 
self-locking on the pawls and works 
in both directions. The frame is of cold- 
rolled steel with pawls of tool steel, 
handle of polished hard wood, and all 
metal parts nickel plated. Screw 
driver No. 64 is another new item. It 
is shaped like a curved figure 7 and op- 
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Manufactured by Richards -Wilcox, 
is the original sliding-folding garage 
door hardware. 
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Fi) Largest Manufacturing Plant of its en 
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These principles built this plant 


Believing that our business is primarily to serve the hardware dealer 
by making good hardware and that making money is a natural result 
of good service, we-adhere strictly to the following principles in the 


entire conduct of our business. 


@ To leave nothing undone that care, 
skill and effort can suggest toward mak- 
ing dependable hardware. 


@ Never to sacrifice dependability for 
a profit by the use of inferior materials 
or workmanship. 


q To avoid waste, as trustees of a por- 
tion of national wealth represented by 
the men, money and materials employed 
in our operations. 


G To maintain a trade policy which is 
fair and just to the dealers and jobbers 
who are associated with us in serving 


the community through the distribution 
of dependable hardware. 


q To price our merchandise fairly and 
to advertise it truthfully. 


@ And because dependable hardware 
can only be made by dependable men, 
our organization is built up of skilled 
workmen of good character, whose wel- 
fare is always a prime consideration.., 
@ And finally—to work hard, in order 
that by increasing the per capita pro- 
duction of goods we may add our quota 
to the common wealth out of which all 
prosperity is derived. 


AURORA, ILLINOIS, S.A. 


+ wa cm 


Cleveland 
India 


napolis 
RICHARDS- WILCOX CANADIAN CO il? 


Winnipeg 


§ 
[> 


LONDON, ONT 


2 <igr~ © 


Multifold Window 
Hardware 


Montreal 


Is the most widely imitated gara 
door hardware. 
cerest form of flattery.” 
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erated by inserting the thumb in the 
bend of the blade and rotating. The 
offset in the shank affords firm grip in 
tightening a screw. 

The O.K. line-up tools illustrated are 
used particularly to line up automobile 
spring leaves preparatory to inserting 
spring bolts. But they are adapted for 
general repair work and assembling as 
well. These are made of tool steel, 
hardened and tempered, then polished. 
One tool of each size is mounted on an 
attractive grey card for display pur- 
poses. 

Further additions to the Millers Falls 
line are three types of square head 
driving sets. Nos. 451-455 nail sets 
present a large striking surface, which 
is said to lengthen the wearing life of 
the head. The square head center 
punch No. 460 has a 5/16 in. body di- 
ameter and length over all is 4 in. 
The O. K. prick punch is made in the 
same dimensions, has a bright finish, 
comes packed one dozen in a pasteboard 
box. 

For drilling in cramped quarters the 
ratchet hand drill No. 315 has been de- 


Ty, “oO.K.” No. 34 
LINE-UP TOOLS 


These toots save much time and 
decir oc Maer avtomooue 
pring eaves Sizes [5:5 6 inch and 2 Yooh bates 
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MILLERS FALLS CO, Millers Falls, Mass. U.S. A. 


an their West Maven MIE. Plant 








Counter Display of O. K. Line-up Tools 


signed. It has a three-jaw chuck, pro- 
tected springs and a capacity of 0 to %4 
in. round shanks. The ratchet is oper- 
ated by the boss on the crankhandle. 
It is equipped with a steel idler gear 





Millers Falls Ratchet Hand Drill No. 315 


to equalize bearings. Frame is made of 
steel, polished and nickeled. Large gear 
is enameled red. Other exposed metal 
parts are nickeled. This tool is par- 
ticularly recommended for light auto- 
mobile repair work. 





New Brown & Sharpe Tool 

The new Brown & Sharpe Thickness 
Gage No. 646 is said to afford a rela- 
tively inexpensive precision tool of this 
type, which fills an important need. It 
contains six blades: 0.0015 in., 0.002 in., 
0.003 in., 0.004 in., 0.006 in., and 0.015 
in. in thickness, which can be used to- 
gether or singly and give a variety of 
measurements up to 0.0315 in. These 
sizes have been selected as ones most 
frequently used, and to give a complete 
range of measurement. These blades 
are not-rolled to size, but are accurately 
ground to the correct thicknesses. 
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The gage has been designed with a 
thought to its handiness, and has an 
eyelet in one end so that it can be 
carried on a ring or hung up. It is a 
very rugged tool and made to be serv- 
iceable and accurate. 





The Brown & Sharpe Thickness Gage 
No. 646 


It especially suggests itself to the 
motor mechanic, and to every man who 
uses an automobile, for it just answers 
the requirements in many places around 
a motor car—for setting valve tappets, 
Cystributor head points, spark plug 
gaps, fitting pistons, and determining 
the size of shims for joints or parts 
where there is play or looseness. 





Makes Large Quantities of Coffee 


An electric coffee urn heater de- 
signed for use in hotels, restaurants, 
cafeterias, or wherever large quanti- 





Westinghouse Electric Coffee Urn Heater 


ties of coffee are used, has been put on 
the market by the Westinghouse Elec- 
tric & Mfg. Co., East Pittsburgh, Pa. 
The accompanying illustration shows 
clearly how this electric heater is at- 
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tached to the urn. A reliable tempera 
ture may be had at three different hea; 
intensities. Operation is simplified by 
means of a three heat indicating snap 
switch. It does away with the use of 
matches, eliminates smoke and soot, 
and makes the user independent of 
varying fuel pressures, and provides 
uniform heat at all times. 

The design of the heater is simple, 
and it is strongly built throughout. 
The base is made of heavy cast stee] 
with a black japan finish, and is ad- 
justable so that the heater can be 
raised or lowered to the most efficient 
position under the bottom of the urn, 
The heating element is of the standard 
Westinghouse, exposed coil type. The 
heater is made in two sizes, 8 and 10- 
in., two wattages, and several voltages, 
The 8-in. size is designed for use with 
five and six galHfon urns, and the 10-in, 
size for urns of larger capacities. 


Three Ladders in One 


The C. G. S., Inc., “Safety First” Ex- 
tension Step Ladder, manufactured by 
C. G. S., Inc., Baltimore, Md., is a useful 





C. G. 8., Inc., “Safety First” Extension Step 
Ladder 


contrivance. The ladder is built in sizes 
ranging from 6 ft. to 22 ft. in length, 
the larger sizes being supported by 
special trusses. The extension is se- 
curely supported and will bear a weight 
of 500 'b. Where desired, a wide plat- 
form is furnished at the top of the ex- 
tension at a slight additional cost. The 
ladder may be also used a. an ordinary 
step and wall ladder. 


Bathroom Fixture 


In their new catalog of bathroom 
fixtures the American Ring Co., Water- 
bury, Conn., show an attractive line 
of crystal and opal shelves. The one 


> 
’ 


Crystal Glass Shelf 

















illustrated is of crystal, polished on 
both sides, and has the edges beveled. 
Brackets are polished brass nickel 
plated. 
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Che Best Cver 


Get in on This | ™*«* 


Special for the 
Fall Roaster Demand 


HOUSANDS of roasters will be sold this Fall 

and a very large percentage of them will be of 
the highest grade. It will pay every jobber and 
dealer to investigate the special offer on the oval 
roaster illustrated. 


This Buckeye roaster cannot be beaten for value. 

It’s the heaviest gauge aluminum oval roaster on the 

market—“‘Real Solid” Quality right through and 

the most distinctive and practical in design. The 997—9% x 15 x 7% 

finish is also unexcelled. By" 
Inside 

Three popular sizes to fit the largest turkey or 

smallest bird. 


It’s a roaster the womenfolk will want at sight— 
that’s sure, and as a profit pro- 
ducer — well, write for the 
Special Offer and judge for 
yourself. 


Do it now. 


The Buckeye 


Aluminum Company 


Manufacturers of “Real Solid” 
Aluminum Ware 


Wooster, Ohio 


998—12 x 18 x 8% In. 
Offices and Display Rooms at Outside 
1960 Transportation Building, Chicago, Illinois 11% x 17 x 7% In 
19 West 23rd Street, New York City Inside 
19 North 7th Street, Philadelphia, Pa. 
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Cabinet Type Oscillating 
Washer 


A cabinet type of oscillating electric 
washer has recently been announced by 
the Gainaday Electric Co., Pittsburgh, 
Pa. It is known as the Gainaday Os- 


























Gainaday Oscillator 


cillator. Among its distinctive features 
is an all metal wringer with a patented 
device which insures even pressure; 
seven sheet capacity copper tub, tinned 
inside; a simple worm driven mechan- 
ism with all parts inclosed; a circuit 
breaker switch which automatically 
stops the motor in case of an overload; 
a sheet metal steel reinforced cabinet 
finished with battleship gray enamel; 
a strong splash-proof motor directly 
connected with the mechanism, and 
large easy rolling single swivel casters. 

An important feature from the deal- 
er’s standpoint is the fact that the 
wringer and tub can be removed. This 
enables one man to deliver it, which 
cuts down delivery expense. This de- 
vice is distributed solely by the Gaina- 
day Electric Co. 


Improved Weed Tire Chain 


The American Chain Co., Bridgeport, 
Conn., has recently placed a new tire 
chain on the market under the name 





The Reinforcing Link 


of the Weed de Luxe. The new prod- 
uct embodies three notable improve- 
ments which are claimed to facilitate 
attachment and to give greater secur- 
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ity and mileage. The reinforcing links, 
which are super-imposed on the main 
cross chains, were designed for the 
purpose of preventing breakage from 
excessive strains. The links also act 
as does a stud in a ship’s anchor chain, 
preventing kinking which is likely to 
cause premature breakage. Because 
of the hard usage to which they are 
submitted, the exterior of the main 
link is specially hardened. 

Another feature of the Weed de 
Luxe is the Twin-Loc side chain, which 
is designed to withstand excessive 
strains from any angle. This part is 
absolutely smooth on both sides due 
to the absence of projecting ends. The 
end of each link is “knotted” in twin 
connecting eyes so constructed that, 
even in emergencies, excessive pulls 
by the cross chains cannot spread these 
eyes. 

The lever locking connecting hook 
was designed for the purpose of draw- 
ing the side chains together with little 
effort. The lever locking device is op- 
erated by the thumb and is claimed to 
remain locked under all conditions, 
whether the chains are loose or tight. 
The tension of the chain has nothing 
whatever to do with the locking. This 
is claimed by the manufacturers of 
the Weed de Luxe to be an important 
feature because at low speeds there is 
practically no tension on the chains, 


Lever Locking Connecting Hook 
and when the brakes are applied they 
are badly shaken. These new improve- 
ments in no way interfere with the 
“ereep” of the chains, which if hin- 
dered would injure the tires. 


Van Dorn & Dutton Folder 

An attractive folder has just been 
issued by the Van Dorn & Dutton Co., 
Cleveland, Ohio, describing its gear 
cutting plant. The folder is well illus- 
trated and contains a number of views 
of the various departments. 





Improvements on Hoover 
Sweepers 


The Hoover Suction Sweeper Co., 
North Canton, Ohio, announces certain 
changes and improvements in the at- 
tachments designed for use with the 
Hoover Suction Sweeper. One of the 
most important of the improvements is 
that made in the converter, which has 
been redesigned to allow the hose to be 
inserted into the converter ‘opening in- 
stead of the converter being inserted 
into the hose. The manufacturer claims 
that this change alone increases, to an 
appreciable extent, the volume of air 
which passes through the attachments. 

With these new attachments the air 
does not flow against a shoulder at any 
joint. 

Reading matter continued on page 
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It is stated that a new and improved 
hose will hereafter be furnished. This 
hose, to quote a statement from the 
Hoover engineering department, is 
made with “soft molded rubber ends 
and covered with a heavy quality of 
olive-drab colored duck.” 




















Improved Hoover Attachments 


In addition to these changes, one of 
the heavy fiber extension tubes has 
been curved, at an angle of 45 deg., 
which makes it possible to dispense 
with the 45 deg. elbow attachment, 
thereby reducing, by two, the number 
of joints in the set of attachments. 

Changes have also been made in the 
general purpose brush, which has been 
“designed to combine the uses of the 
orifice nozzle, flat rubber nozzle and 
library brush, into one tool, this tool 
being separable so that it can be used 
as an aluminum single orifice nozzle if 
desired. In addition, the taper on the 
shank on this combination tool has been 
reversed, so that the tool enters the 
hose. 


New Carburetor Attachment 


The Federal Engineering Co., Detroit, 
Mich., has placed the Sturdevant 
Aerator on the market. This device 
is made to fit all sized carburetors, and 
is claimed to increase engine efficiency 





The Sturdevant Aerator 


by eliminating 75 per cent of the usual 
spark plug and carbon troubles. The 
device is installed between the carbu- 
retor and the inlet manifold flanges. 
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QUALITY, QUANTITY and WEIGHT 


Every product of the Altas Tack Corporation has been 
scientifically designed for its purpose and standardized 


We deem it our duty to our customers, to all who use our 
goods, and ourselves to call particular attention to the fact 
that in determining our standards we had only one purpose 
in view: this, to secure the right size, weight and shape for 
the use to which each article is applied, and as a result we find 
that in many instances our packages of tacks and small nails, 
when sold by weight, contain from 10 to 50 per cent more 
tacks or nails than those of other makers which are offered 
at approximately the same prices. When goods are sold by 
count we often show a corresponding increase in weight. 
While this accounts to some extent for the favor with which 
our goods are received the world over, it will pay those who 
are considering the purchase of other goods because of some 
slight difference in price to make the comparison. 


We make approximately 24,000 different classes, sizes 
and finishes of goods, which include Tacks and Small Nails, 
cut and wire, for nearly every purpose, Double Pointed 
Tacks and Staples, Rivets and Burrs. 


We have a reputation to sustain because we claim 
“The Greatest Quantity of Quality at the Price’ 


Keep this motto in mind when you see our trade mark. 


ATLAS TACK CORPORATION 


Fairhaven, Mass., and Cleveland, Ohio 


AN! 


Registered 
Trade Mark 
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New Size Alligator Steel Belt 
Lacing 


A new size of Alligator Steel Belt 
Lacing has been put on the market by 
the Flexible Steel Lacing Co., Chicago, 
Ill. It is known as the No. 1 and is 
designed especially for belts from 1/16 
to 3/32 in. thick. No expert knowledge 
is needed to apply this lacing. Instruc- 


SECTION IN HOLDER 
READY TO APPLY 






FINISHED JOINT 
Alligator Steel Belt Lacing No. 1 


tions accompany each box. It will run 
with either or both sides of the tape in 
contact with pulleys, it is claimed. 

This Alligator lacing is sent in a box 
containing enough 6-in. sections to join 
42 in. of tape width; also with a holder 
frame, gage and hinge pins. Sections 
are easily broken to desired width with 
the fingers. Nothing is needed in ap- 
plying but a hammer. 


New Patterns Wiss Cutlery 


J. Wiss & Sons Co., 33 Littleton Ave., 
Newark, N. J., have placed on the mar- 
ket the new No. 209 Pruning Shears. 
The blade has a good bevel and is set 
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209 Pattern Pruning Shears 


to give powerful leverage. The makers 
say that a woman can cut off sections of 
% in. seasoned fine dowel with this 
pruner. It has knurled handles to pre- 
vent slipping. It is finished in blue 
and the head is polished. A steel clip 
for holding the tool in closed position 
is said to do away with troublesome 
catches, Full length 9 in. Weight per 
dozen, 8% lb. 

The second illustration shows the 
Wiss Professional Manicure Scissors, 
made of solid steel and full nickel 
plated. The blades are curved, and the 


Professional Manicure Scissors 


jointless pattern permits the use of 
large screws. This pattern is designed 
for professional manicures. Full 
length, 3% in.; weight per dozen, % Ib. 
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Handle Socket for Toy Sweeper 


Announcement has recently been 
made to the trade that the Bissell Car- 
pet Sweeper Co., Grand Rapids, Mich., 
has designed a new handle socket which 





Improved Bissell Socket 


is now applied to all three models 
of their toy sweeper line. It is at once 
simple and effective as has been evi- 
denced in the household sweeper. The 
socket is made entirely of metal and 
may be easily adjusted. 


Metal Stamping Co. Catalog 


The Metal Stamping Co., Long Is- 
land, N. Y., has just published a new 
twenty-eight page catalog covering its 
line of Lyon resilient bumpers and 
parts. There are forty-six illustrations. 





Dishwashing Machine Uses 
Atmospheric Pressure 


A dishwashing machine which util- 
izes atmospheric pressure has recent- 
ly been placed on the market by The 
Betz-Van Dorn-Parker Co., Cleveland, 
Ohio, under the trade name of “Cin- 
derella.” A specially designed motor- 
driven suction fan at the top of the 
machine causes the air to circulate the 
soapy water about the dishes. As the 
air comes in contact with the hot water 























“Cinderella” Dishwashing Machine 


it becomes heated and is recirculated 
by means of a suction fan below the 
dishes, thus causing the heat and steam 
to be retained. Means are also pro- 
vided for rinsing the dishes in hot 
water before drying in the machine. 


Tester for Lighting and Ignition 
Systems 


The Hoyt rotary meter and shunt, for 
which Burton-Rogers Co., Boston, 
Mass., are distributors, is a combina- 
tion instrument which is claimed to 
perform complete tests on starting, 
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lighting and ignition systems ordinarily 
requiring six different instruments, 
The meter is 4% x 3 x 2 in., with 
ranges all self-contained, except for the 
shunt, which is small and compact. The 
ranges are 3 and 30 volts, 3 and 30 am- 
peres and 90 milvolts. Five copper 
segments are placed in the base, each 
connected to corresponding coils or 
shunts. A milvoltmeter of small resist- 
ance is centrally pivoted in the base and 
as it is rotated, the terminal comes in 
contact with the segments, thus con- 
necting the coil or shunt as the need 
requires, to the meter. Corresponding 





Hoyt Rotary Meter 


plainly marked binding posts indicate 
the range obtained when the marker on 
the meter case (which is just above the 
meter terminal) shows that the proper 
segment is connected. 


Handy Kitchen Utensils 


Two labor-saving utensils have been 
put on the market by the A. & J. Manu- 
facturing Co., Binghamton, N. Y.—the 
Kwick Kettle Kleaner and the Perfect 
Griddle Greaser. 

The first is made of heavy tampico 
fibers set in a heavy hard wood block. 
On the back as seen in the illustration 


















No. 15 A. & J. Griddle Greaser with 
Grease Pan 


a heavy metal scraper is attached, one 
corner round, the other square to fit 
conveniently in the difficult angles of 
different kettles and pans. All metal 
parts are nickel plated. Handle is 

















Kwick Kettle Kleaner 


made of ebony. The sanitary Griddle 
Greaser comes with a grease pan which 
is nickel plated and polished. The han- 
dle is ebony and wire parts are tinned. 








August 10, 1922 HARDWARE AGE 103 


GATES BELTS 


‘The Standard Fan Belt’’ 





Ordinary fan belt. Threads Gates Vulco Belt. Threads 
run lengthwise and across. run diagonally. To break 
To break this belt on the this belt every thread must 
marked line only the length- be broken. This bias weave 
wise threads need be broken construction is patented. 


These simple drawings 
show clearly why the. 
patented bias weave 
construction of Gates 
Vulco Belts means 
double service. 


Made by the World's Largest 
Manufacturers of Fan Belts. 
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Notes of the Retail Hardware Trade 














WISEMAN, ARK. — Rogers & Calton 
are successors to C. W. Moser. 

BENTON, ARK.—C. M. Argo, who has 
taken over the stock of C. H. Caldwell, 
requests catalogs on automobile acces- 
sories, bathroom fixtures, bicycles, dy- 
namite, farm implements, furnaces, 
garage hardware, gasoline engines, 
guns and ammunition, heating stoves, 
heavy hardware, lubricating oils, pho- 
nographs, plumbing department, pre- 
pared roofing, pumps, sewing machines, 
stove and ranges and toys and games. 

BEULAH, COL.— Ritchie & Ritchie 
have completed their store building and 
now carry a complete stock of the fol- 
lowing: Crockery and glassware, cut- 
lery, dynamite, fishing tackle, gasoline, 
guns and ammunition, hammocks and 
tents, harness, kitchen housefurnish- 
ings, linoleum and oil cloth, lubricating 
oils, prepared roofing, shelf hardware 
and sporting goods. Catalogs request- 
ed on a general line of hardware. 

Macon, GA—N. E. Pace, 659 Third 
Street, successor to Henry & Pace Co., 
requests catalogs on automobile acces- 
sories. The new owner has recently re- 
me@deled his store building. 

WEsT PoIntT, ILL.—H. M. Frisbie now 
carries a stock of barn equipment, 
bathroom fixtures, belting and packing, 
bi@ycles, builders’ hardware, building 
paper, churns, cream separators, cut- 
lery, dairy supplies, dynamite, farm 
implements, flashlights, gasoline, gaso- 
line engines, guns and ammunition, 
hammocks and tents, heating stoves, 
heavy hardware, incubators, insecti- 
cides, lubricating oils, mechanics’ tools, 
paints, oils, varnishes and glass, pre- 
pared roofing, pumps, refrigerators, 
sewing machines, shelf hardware, sil- 
verware, sporting goods, stoves and 
ranges and washing machines, 

New Hampton, IowAa.— Jerome G. 
Schueth is the new owner of the stock 
and business of the New Hampton 
Hardware Co. Catalogs requested on 
sporting goods. 

AURELIA, IowA.— The Rapp Hard- 
ware Co. is purchaser of the Bischell 
hardware store and requests catalogs 
on the following lines: Builders’ hard- 
ware, cutlery, flashlights, guns and am- 
munition, heating stoves, hardware, 
barbers’ supplies, lubricating oils, me- 
chanics’ tools, paints, oils, varnishes 
and glass, sewing machines, shelf hard- 
ware, silverware and stoves and ranges. 

ELwoop, INp.—The Charles F. Wiley 
Co. has sold its hardware department 
to A. M. Moore. 

ANAMOSA, Iowa.—C. P. Grimme will 
be located at his new location, 111 East 
Main Street, after Sept. 1. He requests 
catalogs on plumbing goods and fur- 
naces. 

DAMAR, KAN.—The Damar Lumber 
Co. has succeeded to the business of 
Arthur Beded. The concern’s stock 
comprises a line of the following: Barn 
equipment, bathroom fixtures, belting 
and packing, builders’ hardware, build- 
ing paper, churns, cream separators, 
crockery and glassware, cutlery, dairy 
supplies, dynamite, electrical household 
specialties, electrical supplies and 


equipment, farm implements, tlasn- 
lights, fishing tackle, furnaces, gaso- 
line engines, guns and ammunition, 
hammocks and tents, harness, heating 
stoves, heavy hardware, home barbers’ 
supplies, incubators, lubricating oils, 
mechanics’ tools, paints, oils, varnishes 
and glass, phonographs, plumbing de- 
partment, poultry supplies, prepared 
roofing, pumps, shelf hardware, silver- 
ware, sporting goods, stoves and 
ranges, tin shop, toys and games, wash- 
ing machines and wheel toys. Catalogs 
requested on a general line of hard- 
ware. 

OAKLEY, KAN.—The Harrison & 
Schaible Hardware has commenced 
business here dealing in barn equip- 
ment, belting and packing, bicycles, 
builders’ hardware, churns, crockery 
and glassware, cutlery, dairy supplies, 
electrical household specialties, flash- 
lights, fishing tackle, garage hardware 
guns and ammunition, hammocks and 
tents, harness, heating stoves, heavy 
hardware, kitchen housefurnishings, 1u- 
bricating oils, mechanics’ tools, paints, 
oils, varnishes and glass, pumps, shelf 
hardware, silverware, sporting goods, 
stoves and ranges, washing machines 
and wheel toys. Catalogs requested on 
a line of ranges and heating stoves. 

Kansas City, KAN.—M. J. Manning 
& Sons, of 1708 Central Avenue, have 
opened a branch store at 904 North 
18th Street. They request catalogs on 
a general line of hardware. 

GROVELAND, MAss.— The Cobban 
Bros. Hardware & Lumber Co. has pur- 
chased the business of Cobban Bros. 
and will carry a stock of the following, 
on which catalogs are requested: Auto- 
mobile accessories, automobile tires, 
barn equipment, builders’ hardware, 
building paper, churns, crockery ana 
glassware, cutlery, electrical household 
specialties, farm implements, flash- 
lights, fishing tackle, garage shardware, 
guns and ammunition, heavy hardware, 
incubators, insecticides, lubricating oils, 
mechanics’ tools, paints, oils, varnishes 
and glass, poultry supplies, prepared 
roofing, pumps, shelf hardware and 
sporting goods. 

CAMBRIDGE, MAss.—Brock Bros., do- 
ing both a wholesale and retail busi- 
ness, will about Sept. 1 move to a new 
Incation at 1410 Massachusetts Avenue. 
The store is now being renovated. 

ISHPEMING, MicH.—- The Gordon J. 
Thoney Hardware has bought the 
J. W. Jochin Hardware Co. stock, con- 
sisting of bathroom fixtures, builders’ 
hardware, crockery and glassware, cut- 
lery, flashlights, fishing tackle, garage 
hardware, guns and ammunition, heat- 
ing stoves, kitchen housefurnishings, 
lubricating oils, mechanics’ tools, paints, 
oils, varnishes and glass, poultry sup- 
plies, pumps, refrigerators, shelf hard- 
ware, stoves and ranges and tin shop. 

CROOKSTON, MINN.— The Northern 
Hardware & Plumbing Co. has been in- 
corporated with a capital of $45,000 to 
deal in barn equipment, bathroom fix- 
tures, belting and packing, bicycles, 
builders’ hardware, building paper, 
churns, cutlery, dairy supplies, dyna- 
mite, electrical household specialties, 


flashlights, fishing tackle, furnaces, 
garage hardware, guns and ammuni- 
tion, hammocks and tents, heating 
stoves, incubators, insecticides, kitchen 
housefurnishings, lubricating oils, me- 
chanics’ tools, paints, oils, varnishes 
and glass, plumbing department, poul- 
try supplies, prepared roofing, pumps, 
refrigerators, shelf hardware, silver- 
ware, sporting goods, stoves and 
ranges, tin shop, toys and games, wash- 
ing machines and wheel toys. 

MADISON LAKE, MINN. — The hard- 
ware department of the Madison Lake 
Mercantile Co. has been sold to the 
Muellerleile Hardware. Catalogs re- 
quested on a general line of hard- 
ware. 

ROSEAU, MINN.— The Hardware & 
Harness Store has recently commenced 
business here, carrying a stock of the 
following: Automobile accessories, au- 
tomobile tires, builders’ hardware, 
churns, cream separators, crockery and 
glassware, cutlery, dairy supplies, farm 
implements, flashlights, guns and am- 
munition, harness, heating stoves, 
heavy hardware, home barbers’ sup- 
plies, incubators, insecticides, kitchen 
housefurnishings, mechanics’ tools, 
paints, oils, varnishes and glass, pumps, 
shelf hardware, silverware, stoves and 
ranges, tin shop, vulcanizing depart- 
ment, washing machines and wheel 
toys. Catalogs requested on cream sep- 
arators. 

Vista, Mo.—J. T. Davis & Son, new 
owners of the stock of Roy Herudon, 
request catalogs on a general line of 
hardware and implements. 

GRANT, NEB.— The C. O. Bowley 
Hardware has opened a store here. 
The stock consists of the following 
items: Barn equipment, bathroom fix- 
tures, belting and packing, builders’ 
hardware, churns, cream separators, 
crockery and glassware, cutlery, dairy 
supplies, electrical household special- 
ties, electrical supplies and equipment, 
flashlights, fishing tackle, furnaces, ga- 
rage hardware, guns and ammunition, 
hammocks and tents, heating stoves, 
heavy hardware, home barbers’ sup- 
plies, incubators, kitchen housefurnish- 
ings, lubricating oils, mechanics’ tools, 
paints, oils, varnishes and glass, plumb- 
ing department, shelf hardware, silver- 
ware, sporting goods, stoves and ranges, 
tin shop, toys, games and washing ma- 
chines. Catalogs requested on a gen- 
eral line of hardware. 

NEw YorK, N. Y.—The Jones Hard- 
ware Corporation has started in busi- 
ness at 783 Sixth Avenue, with R. C. 
Jones as president. The concern will 
carry a complete line of hardware, 
paint, electrical supplies and appli- 
ances, on which catalogs are requested. 
It will also maintain a mechanical de- 
partment, specializing in everything to 
be done in a private home or building. 

MIDDLETOWN, N. Y.—Samuel Roskin, 
27 West Main Street, doing both a 
wholesale and retail business, is suc- 
cessor to Roskin Bros. The firm name 
will remain unchanged. Catalogs re- 
quested on sporting goods. 

LA VERNE, OKLA.—E. L. Cupps & Co. 
have bought the stock of W. J. Donnel- 
lan, and added a line of furniture. 











